


ie 


EL CAN CORPOR 


B 


tel Offices, Portsmouth, © 


STYLE, SALES AND MODEL ROOM 
19 W. 34th St.. New York 


LAST PLANTS—Portsmouth, O., St. Lowis, Mo., 
; Johmion City, N. Y., Brockton, Mass. 


°LANTS~-Portsmouth, O., Johnson City, N. Y., 
Effingham, m., Anne, ti. 


o 


A spirited shoe for busy men in 
a hurry to get things done. 

Superb example of Walkover's 
renowned craftsmanship. And a 
proud expression of Vulcan's 
famed stylasting for active feet. 
















SMART 
PERFORMERS 
WIN INSTANT 
ACCLAIM 




























“SMARTEST SHOES OW THE SQUARE” 


AMERICA’S OUTSTANDING PERFORMANCE VALUE IN SHOE 


in the annals of baseball, certain names stand ovt. American men call them STARS, Ast 
Because Their Performance Was Exceptional as Batters, Pitchers, or in the Field, their fom 
ond names spread far and wide. 
















Johnsonians are smart performers, too. Although they’re only 

in their second year, their quality, style, wear, dependability 

and down-right comfort have been quickly recognized, and the 

word has spread that they’re America’s Outstanding Perform r 
ance Value in Shoes. Merchants like to sell Johnsonians be f 
cause they sell faster, and give them an easily identifiable 
measuring stick for what the customer gets for his money. l¢ 
Johnsonian Performance Value go to work for you this Spring 





JOHNSONIANS ARE Ganitized 


JOHNSONIAN DIVISION 


ENDICOTT-JOHNSON * * NEW YORK CITY 
* ENDICOTT, N. Y * ST. LOUIS, MO. 
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TWO GOOD REASONS FOR BUYING 





SUNTAN is expected to be fashion important next summer. Young women will acquire a 
rich Latin-American complexion and coppery skin tones will be on the legs of the nation... 
bare and stockinged. It is quite unlikely, however, that this or any near shade in leather will 
account for shoe volume. The reason is clearly shown by these photographs. The accent of 
all-white is most flattering, decidedly more attractive to sun-tan legs. Women want the leg 
appeal whick all-white shoes best reveal. 














NG} MORE WHITE KID SHOES IN ’42 
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You see for yourself the sound, fashion reason for concentrating your summer stocks on white 
kid shoes. Secondly, the national urge will be for all-white, especially in a leather easily 
kept immaculate, such as LEVOR white washable kid; which is comfortable and cool on the 
foot. Tremendously bigger business is certain on white kid shoes if you have enough stock 
to fit the demand. This is no year to chase color rainbows when the profits you seek are 
- inherent in sure-selling, safe inventories of all-white LEVOR kid shoes. 








Standard Spaulding 
quality, precision molding, 
accurate sizing and strength meet 
every counter specification for the 
Garrison Oxford—and every civilian re- 
quirement of style, fit and value in both men’s 


and women’s footwear. 


SPAULDING Fipre Co., INc., North Rochester, New Hampshire 


SPAULDING'S 
Garrison 


COUNTER 


Specified for Soldiers . . . First Choice for Civilians 





or soldier feet 


the Garrison Oxford 


Who says, “You can’t get em up,” when there's a pair of Garrison Oxfords under the cot? 
Footwork is a joy for the enlisted man, now that this new shoe has been added to his equip- 
ment. It brings a comforting bit of respite and foot cheer in the form of a sturdy and well 
designed oxford for general use around the post, sentry duty, parade, and other detail. And 
smart! Yes, worthy of the smart young men who will wear it proudly on duty or leave. It’s a 


first-grade men’s shoe in every respect with counters of top-quality fibre specified. 
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NO OTHER PART of the 





A FACTUAL 
RECORD OF PROGRESS 


United engineering has 

brought about improvements 

that conserve cements and 

solvents at a time when the 

elimination of waste is vital 
in shoe manufacturing. 











SOLVENT 
APPLYING 
GRID MACHINE 








| WAC SOLE CEMENT 
APPLYING MACHINE 
MODEL A 


| Fitted for Viscous 
q solvent. 


GAC SOLVENT 
APPLYING MACHINE 
MODEL B 
Barrel type nozzle. 
Straight feed. 


























G/C SOLVENT APPLYING 
MACHINE — MODEL C 
Automatic Operation 

Cross Feed 
Barrel Type Nozzle 
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TMENT MAN’S LOT 






IS NOWA HAPPIER ONE 













must be the most versatile of men. He must 








aie adjustment manager 
combine the bedside mannet of the fashionable physician and the conviction of a Dale Carnegie. He must 





have the patience of Job. Few envy his job. However, things are picking up for this most harried of men. 


Adjustment managers of stores in which Foot Deuicur shoes are sold are rapidly regaining their normal 






perspective. Foor De icnts, they find, cut exchanges to a minimum and remove most grief due to 


structural defects. For example, the breaking of the heel at the breast is only one of their trouble-free 






attributes (see footnote). Moreover, the usual complaints about fit and comfort are reduced because of 


Foor Deuicurt’s lasts and the unique ease of Foor DeticHt’s Double Cushion. Once a Foot DeticHt 








shoe is sold, it’s sold for good. . .and seldom returns to haunt an adjustment manager’s midnight dreams. 






T HERE is no compro- 
mise with quality in the 
making of Foot Delight 
Shoes. Hidden reinforce- 
ments are employed 
throughout; double stitch- 
ing is used wherever 
needed. Every manufac- 
turing step is pursued with - 
thoroughness . . . regard- 


less of cost. 




















Most Foot Delight Shoes are Retailed at $8.75—$8.95 
BANCROFT WALKER COMPANY 
WALTHAM MASSACHUSETTS 
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SELL THOSE WINDOW SHOPPERS 
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PRICE TICKETS 


Imprinted Prices on Colorful Seasonal Designs 


6% 
y 


“D"—Rose, blue & 
yellew on white 
background. 


T H 


PAVE 





B—Blue border with 


“Ee” uchsia & yel- yellow stars — white 


low design on white 
background. 


SMOTMTNIM DONIATYVIEI 


Colorful price tickets in 
the popular price denomi- 
nations will dress up your 
displays, and make selling 
easier. Blank tickets, show- 
ing the design only, are 
also available. 


We have in stock a com- 
plete selection of designs 


6 Dozen 


$1.25 


12 Dozen 


$2.25 


The size—114” x 234”—is 
large enough to attract the 
eye, and small enough to 
give the shoe prominence. 
The tickets are , attached 
neatly: to any part of the 
shoe with our Price Ticket 
Clips which are priced at 
$4.00 per gross—$2.25 per 


and color combinations. 


TALEING WINDOW S 





half gross. 


We will send a circular showing actual samples, at your request. 
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COLORFUL AND EFFECTIVE 
SHOW CARD AND PRICE TICKET 
SERVICE . . . New and seasonal dis- 
play cards and harmonizing price 
tickets every month with informa- 
tive messages on style notes, value, 
quality, service, etc. Exclusive fran- 
chise basis. WRITE for samples 
and further information. 





WRITE FOR DETAILS OF OUR ANNUAL SHOW CARD SERVICE 





SERVICE 


MONTHLY 


CARDS 


HOLDERS 


BLANK 
TICKETS 





$6.20 


12 


100 





4 
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A MERCHANT writes: 

“Keep the ‘FOUR FREEDOMS’ 
in shoes: 

FREEDOM OF ENTERPRISE—The 








freedom to engage in competitive busi- 
ness under the American system of pri- 
vate enterprise. 

FREEDOM OF OWNERSHIP — The 
freedom of opportunity by which Amer- 
icans cherish an ambition to own and 
operate their own business. 

FREEDOM OF INITIATIVE The 
freedoom of business to develop new 
products, ideas and services, free from 
let or hindrance by bureaucratic govern- 
ment control. 

FREEDOM OF DESIGN—The free- 
dom of artists and fashion designers to 
create new patterns and styles to meet 


the varied needs of free Americans.” 
* os * 


FREDERICK W. HOWE, sales 
manager of the Retail Division of 
the A. G. Walton & Co., Boston, 
Mass., says: 

“All of the employees of A. G. 
Walton & Co., Inc. (of whom there 
aré approximately 1250) were pre- 
sented with a United States Defense 
Bond. A $25.00 bond was given 
to all employees and a $50.00 bond 


to all foremen and executives.” 
” - _ 


HARRY NICHOLS of 167 Rich- 
mond Ave.. Port Richmond. New 





January 10, 1942 


olce 







JANUARY 





1Oo, 















the lr ade 


York and 1205 Avenue J, Brooklyn, 
N. Y., wrote a letter to Mayor F. 
H. LaGuardia, City Hall, New York 
City, as follows: 

“Honorable Mayor LaGuardia: 
Speaking as one of the shopkeepers 
in the metropolitan area, I would 
like to suggest that all stores be 
closed at 7 o’clock at night for the 
duration of the war. 

“I deem it expedient to the wel- 
fare of this great city that all store 
lights be extinguished at that hour; 
not only will the people be discour- 
aged from leaving their homes at 






HM- EVEN 
my FAWRITE 
SHOE STORE 
/S CLOSE 





night, they will be in their rightful 
places and prepared for almost any 
eventuality. This, I firmly believe, 
is for the greater good of the people, 
the air raid wardens and the Army. 

“Please be assured, Mr. Mayor. 
that you can call on me for any- 
thing that you deem I might do in 
aiding to defeat the inhuman Axis 


powers.” 
* * 


SAMUEL G. STAFF of the Julius 
Grossman Shoes, says: 

“One cannot help but feel that 
the selling of shoes can be utilized 
as a service to humanity as well as 
the means of a livelihood, if one 





is a true believer in the Brother- 
hood of Man as well as the Golden 
Rule.” 





CORPORAL Jimmy Cannon of P. 
M. writes: 

“I usually wear civilian shoes in 
the city. But L was breaking in a 
new pair of GI shoes on my 24-hour 
pass. They felt heavy and loose 
and conspicuous on the thick carpet 
of ‘21’ (New York Cafe Society 
night club). But they’re the most 
healthful and most comfortable 
shoes I’ve ever worn. They cured 
corns I’ve had on my litile toes 
since I played basketball as a kid.” 


* o 7 


JESSE ADLER of Adler's Shoe 
Stores, New York, says: 

“I received the December 27 
issue of the Boor anp SHoe Re- 
CORDER; and wish to extend my 
congratulations on this very fine 
issue which covers everything that a 
shoe man wants to know and should 
know in such a masterly fashion, 
that nothing is left to the imagina- 
tion. 

“I think, after going through 
this issue, that shoe men through- 
out the country will be able to face 











with much more confidence and 
optimism whatever lies ahead, re- 
garding markets, retailing, and 
manufacturing. You cover this 
craft of ours from the raw hides 


right to the finished product.” 
* aa * 


ELKAN R. MYERS, president of 
D. Myers & Sons, Baltimore, Md., 
says: 

“It is generally agreed that retail 
business for the first six months of 
1942 will be equally as good as the 
first six months of 1941, which were 
well above average. We, therefore, 
believe the retailer can plan accord- 
ingly and proceed with confidence. 





“While we can expect price 
advances and shortages of cer- 
tain items WE RECOMMEND 
THAT YOU PURSUE A MID- 
DLE COURSE. PURCHASE YOUR 
NORMAL REQUIREMENTS. DO 
NOT SPECULATE.” 


THE New England Shoe and Leath- 
er Association, with the approval 
of its Board of Directors, sent the 
following telegram to the President: 
Hon. Franklin D. Roosevelt 
President of the United States 
The White House, 
Washington, D. C. 
THE NEW ENGLAND SHOE AND 
LEATHER ASSOCIATION AND ITS 
225 MEMBERS OF THE SHOE, 
LEATHER AND ALLIED INDUS. 
TRIES, BY UNANIMOUS VOTE OF 
ITS OFFICERS AND DIRECTORS, 
PLEDGE TO YOU AND ALL MILI. 
TARY AND NATIONAL DEFENSE 
OFFICIALS OUR COMPLETE SUP- 
PORT IN THE NATION’S PRESENT 
EMERGENCY AND WE ARE PRE- 
PARED TO RENDER ALL POSSIBLE 
ASSISTANCE WHEN CALLED UPON, 
PARTICULARLY IN THE. PRODUC. 
TION OF MILITARY FOOTWEAR, 
INCLUDING LEATHERS AND ALL 
OTHER COMPONENT MATERIALS. 
GOD BLESS AMERICA. 
LOUIS H. SALVAGE, PRESIDENT 
NEW ENGLAND SHOE & LEATHER 

ASSOCIATION 

The following letter-was received 
from the White House by President 
Louis H. Salvage: ' 
My dear Mr. Salvage: 


The President asks me to acknowledge 
your telegram and to convey to you and 
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GAINS THAT COUNT 


—For some time Boot and Shoe Re- 
corder has sensed a strengthen- 
ing of the independent shoe store 
situation throughout the country. 

—And now comes a report from the 
Department of Commerce at 
Washington, D. C., which shows 
a gain of 21% in owner-oper- 
ated shoe store sales in Octo- 
ber, compared with the corre- 
sponding month of last year, and 
a gain of 18% for the ten- 
month from January to 
October inclusive, i941. 

—This October percentage of in- 
crease was bettered (slightly) only 
by men's clothing and furnishing 
stores, hardware stores, sporting 
goods stores, and heating and 
plumbing equipment dealers. 

—lt's gratifying to know that the in- 
crease enjoyed by independent 
owner-operated shoe stores is 
close to the top. 

—And proves, beyond question of 
a doubt, that the independent 
merchant, owner-operator, is 
alert to the best practice in style 
selection, style display and style 


promotion. 


St Tb 


President 





the members of your Association an ex- 
pression of his deep gratitude for your 
generous offer of service. The pledges of 
patriotic support which have been re- 
ceived from the many, many loyal citi- 
zens in all parts of the country have given 
the President strength and courage to 
carry out the will of the American peo- 
ple. 

Very sincerely yours, 

(signed) M. H. McIntyre, 
Secretary to the President 


* . > 


OVER 270 members of the New 
England shoe and allied industries 
boarded the New England Shoe- 
men’s Special train at the South 
Station, Boston, for Chicago where 
the National Shoe Fair was held. 


REUBEN STIEFEL operating the 
Dickson Ives Shoe Department at 
Goldsmith’s, Inc., Orlando, Florida, 
pays a compliment to his competi- 
tors in a two-column, twelve-inch 
ad—and at the same time expresses 
his pride in Orlando as follows: 
“OTHER STORES HAVE GOOD 
SHOES, TOO! But, of course, we 
are particularly anxious to have 
you know more about our shoes. 
Because of years of experience, we 
feel we know the shoe business thor- 
oughly. Our efforts are devoted to 
bringing to you authentic fashions 
in the finest and highest quality 


Bes i 
(ded ryt 
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shoes made in their respective 
grades. The kind of shoes you are 
proud to own and wear. 

“Orlando can be justly proud 
of its good shoe stores and shoe 
departments. The up-to-date styles 
and wide selections are comparable 
to those shown in any city in the 
South. You are safe in buying 


your shoes in Orlando.” 
* * * 


JOHN L. HARRIS of Ross-Harris, 
Inc., New York City, says: 

“Industry is on the way. More 
folks will be WORKING in 1942 
than have in a long time. They 
will WANT shoes. In many in- 
stances BETTER shoes than they 
have been able to afford heretofore. 
And they will want MORE shoes 
than they could previously afford. 

“I believe manufacturers will 
build more shoes in 1942 than in 
any year since 1929. Retailers will 
sell more. We here, who are sell- 
ing shoes at $10.00 and better, look 
for a more than normal upswing in 
pairs. We are not plunging in 
larger stocks—but under no condi- 
tions will we allow ourselves to run 
short on sizes. 

“RECORDER editorials, to me, are 
TRENDERS. Trend finders, trend 
detectives, trend solutionists. Al- 
ways felt that the Recorper delves 
into things from the point of the 
‘Greatest good for the greatest num- 
ber.’ ” 
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MAXWELL FIELD, secretary of 
the New England Shoe and Leather 
Association, says: 

“New England shoe manufactur- 
ers, the majority of whom are mem- 
bers of the New England Shoe and 
Leather Association, represent the 
largest group of manufacturers that 
exhibited their Spring lines at the 
National Shoe Fair in Chicago on 
January 5-8—numbering over 225 
out of the total group of exhibitors. 
These manufacturers occupied the 
greatest number of exhibit rooms 
at the Hotel Stevens, over one-third 
of the 1060 exhibit rooms reserved 
for that show. Exactly 118 com- 
panies of this group of New Eng- 
land concerns are members of the 
New England Shoe and Leather and 
occupied over 180 sample rooms to 
display their latest Spring lines. 
This was the largest Association 
group to exhibit at a National Shoe 
Show.” 


* . . 


—'AVE YEW PIDE YER BLEDDY. 
Doe TAX ? 


LONDON business men are chuck- 

ling over a letter that is circulated 

throughout England, as follows: 
“The collector of taxes, Dear Sir: 
“For the following reasons I am un- 


able to meet your demand note for in- 
come tax. 

“*I have been bombed, blasted, burnt, 
sandbagged, walked upon, sat upon, held 
up, held down, flattened out, and squeezed 
by income tax, super tax, tobacco tax, 
purchase tax, beer tax, spirit tax, motor 
tax—not to mention the cost of living.’ 

“The only reason I am clinging to life 
at all is to see what in hell is going to 


happen next.” 
* * «* 


ECONOMIC control is a terrible 
thing. It is a tyranny of cunning 
that makes of any captive nation a 
helpless hostage. The New York 
Herald Tribune has obtained from 
authoritative sources conclusive evi- 
dence that the French Colony of 
Indo-China is being stripped of its 
rubber and other vital materials 
while receiving nothing but worth- 
less yen credits in return. How do 
you like the following for business 
practice? ' 

“A good example of Japanese 
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economic practices at the present 
time concerns hides. It was agreed 
in the economic pact that Indo- 
China was to supply 2000 metric 
tons of hides to Japan. A price was 
set, but after the hides had been 
removed from previous export mar- 
kets the Japanese supposedly buy- 
ing them did not fulfill their orders. 

“Instead, the hides were left in 
the hands of the merchants and 
finally were bought at the lowest 
possible price by the Japanese. Fur- 
thermore, the Herald Tribune has 
learned that the hides are being 
tanned and finished in Japan and 
then shipped back to Indo-China to 
compete with local industry. All 
the hides could have been tanned 
in Indo-China in the first place, but 
Japan refused to provide any chem- 
icals for tanning, under the asser- 
tion that to do so would ‘interfere 
with the Japanese tanning indus- 
jks 

* * - 

WILL KNIGHT, Prince of Port- 
land, Oregon, is a great believer in 
reprinting on cards clever sayings. 
He received from Frank C. Meyer, 
shoe merchant and Mayor of Dan- 
ville, Illinois, a collection of sense 
and nonsense which now appears 
knighted as “Food for Thought.” 
Here it is: 


“The Greatest Sin—Fear. 
The Best Day—Today. 


The Biggest Fool—The boy who will not 
go to school. 

The Best Town—Where you succeed. 

The Most Agreeable Companion — One 
who would not have you any different 
from what you are. 

The Great Bore—One who will not come 
to the point. 
A Still Greater Bore—One who keeps on 
talking after he has made his point. 
The Greatest Deceiver—One who deceives 
himself. 

The Greatest Invention of the Devil—War. 

The Greatest Secret of Production—Sav- 
ing waste. 

The Best Work—What you like. 

The Best Play—Work. 

The Greatest Comfort—The knowledge 
that you have done your work well. 

The Greatest Mistake—Giving up. 

The Most Expensive Indulgence—Hate. 

The Cheapest, Stupidest and» Easiest 
Thing to Do—Finding fault. 

The Greatest Trouble Maker—One who 
talks too much. 

The Greatest Stumbling Block—Egotism. 

The Most Ridiculous Asset—Pride. 

The Worst Bankrupt—The Soul that has 
lost its enthusiasm. 

The Cleverest Man—One who always does 
what he thinks is Right. 

The Most Dangerous Person—The Liar. 

The Most Disagreeable Person—The Com- 
plainer. 
The Best Teacher 
want to learn. 
The Meanest Feeling of Which any Hu- 
man Being is Capable—Feeling bad at 
anothers success. 

The Greatest Need—Common sense. 

The Greatest Puzzle—Life. 

The Greatest Mystery—Death. 

The Greatest Thought—God. 

The Greatest Thing, Bar None, In All the 
World 


One who makes you 


Love.” 


“Listen—I was lucky enough to get these pictures of our sample lines—much less samples.” 


13 














OF the 16,000,000 pairs of shoes procured by the 
Quartermaster Corps for the Army, between 4,000,000 
and 5,000,000 pairs have already been worn out and 
discarded. In the recent maneuvers, many of the in- 
fantry troops, due to the long daily marches, wore 
through a pair of soles, the best that can be bought, in 
10 days. All shoes, in general, are half-soled and re- 
paired twice before being discarded. 


THE Quartermaster Corps keeps large stocks of Army 
shoes in the Philippines, Hawaii, Panama Canal Zone, 
Alaska and at all our island bases. 


LEATHER boots procured by the Army are issued in 
lieu of service shoes on the basis of two pairs per en- 
listed man in animal units, except pack units, Field Ar- 
tillery, and to troops in Alaskan and Northeast bases, 
excluding Iceland. 

Leather boots procured for two years total 562,244 
pairs at a cost of $4,208,669. The average cost per pair 
is $7.48. 


- - te 


FELT shoes were issued to all troops in Alaskan bases 
and Northeast bases during the fiscal year 1941. 


a * o 


THE British shoe industry is not letting the war stop 


its investigations in connection with improved produc- 
tion techniques, shoe-making materials, lasts and gen- 
eral shoe efficiency, reports to the Department of Com- 
merce reveal. Such studies are still being conducted 
bv the British Boot, Shoe and Allied Trades Research 
Association, an organization jointly maintained by 
membership subscriptions of manufacturers and by 
Government grants. 

The making of machinery for the footwear industry 
in Great Britain, it is pointed out, has been greatly 
restricted during the past year, but it is claimed that 
small improvements have been effected in existing ma- 
chines, with the result that considerable improvements 
have been achieved in several operations. 


* & ae 


THE War Insurance Corp., capitalized at $100,000,000 
by the RFC, will provide insurance against losses re- 
sulting from enemy attacks on buildings, structures and 
personal property, including goods, growing crops and 
orchards. Accounts, bills, currency, debts, evidences of 





HISTORY IN THE MAKING 
Picture on Opposite Page 
Story on Page 44 
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debt, money, notes, securities, paintings, and other ob- 
jects of art will not be protected. Alaska, Hawaii, the 
Philippine Islands, Puerto Rico and the Virgin Islands, 
as well as the continental United States are within the 


corporation’s sphere. 


PM is now trying to draft plans for coordination of 
existing procedures. “Purp,” or the Production Re- 
quirements Plan, is to be applied to limitation orders 
in the near future, with a possible standardization of 
limitation provisions to aid in statistical reporting, pre- 
vent inequities, and systematize the information by 
quarterly reports of inventories. Previously, limita- 
tions have been based on information gather piecemeal. 


[TURN TO PAGE 38, PLEASE] 


15 





A quartet of Shoe Fair veterans—J. O. Ball, M. A. Mittelman, Roger 
A. Selby and Harry Fontius. 


SHOES DEMONSTRATE THEIR 


THE one word that will best describe the National Shoe 
Fair held this week at the Stevens Hotel, Chicago, is 
STEADY. It was a serious, wartime convention. The 
message brought back to the shoe stores of America 
from Maine to California, and all places in between, is 
“Give your public a sense of appreciation of footwear.” 
The industry is first concerned with its service to the 
armed forces in the United States; second, the shoes 
needed by workers in plants and services doing war and 
defense work, and third, in the diversified footwear 
needed by civilians in living the American way of life. 

The majority of the exhibitors in 1010 rooms were 
endeavoring to add supplementary orders to commit- 
ments already made. One merchant who had cancelled 
an order three weeks ago found to his dismay that he 
had to pay 25 cents a pair more and no assurance of 
delivery. It was a sellers’ market and fortunate the mer- 
chant or organization that had over the years played 
square, paid his bills, and ordered regularly and right. 
There’s not much more to say on business except that 
it was good and prices were fair and selections were 
normal and fresh with plenty of style still salable and 
-wantable. 

This was a good willconvention and the friendliness 
-of men, one with another, was apparent in the crowded 
corridors and sample rooms. No official actions were 
taken by the associations up to our hour of going to 
press but expressions made by both presidents indicated 
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total and voluntary cooperation with war defense and 
civilian service. 

Attendance was large but not to the extent of the 
1941 convention. This was expected but was made up in 
the enthusiasm of the participants. The official speakers 
did not project their facts and opinions beyond what 
was commonly known. In the year when the unexpected 
is expected, this was perhaps a cautionary safeguard. 
ideas were expressed as to the need of a central steering 
committee to serve as a contact with Washington and 
sources of supplies, but action thereon was held in 
abeyance. 

Chicago greeted the convention with sub-zero weather 
and that naturally kept most of the shoe men indoors. 
This concentration within one hotel stimulated visits 
to every exhibitor and proved the effectiveness of a 
unified show. 

Because of the wartime significance of the convention, 
the opening address by Harold M. Florsheim, former 
chief of the Shoe and Leather Products Section, Division 
of Purchases of OPM, is important. Here are the high- 
lights: 

“With an all-out war effort, our aims are identical to 
what they have been. Nothing in our thinking or in our 


Right: Left to right, Carl Burgstahler, Louis F. Tuffly, 
Harold C. Keith and L. E. Langston—two pair at the 
Fair. 
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actions must deter us from the objective of seeing to 
it that the Army, Navy, Marine Corps and other 
branches of the Government are supplied with footwear 
and other leather products—when they are required. 

“As we enter into this second phase of our defense 
program, there will be many dislocations and hardships 
to be overcome by all. Business cannot go along on a 
business-as-usual basis. We must face facts—now. 

“Up to this time, the various branches of the Govern- 
ment have been plentifully supplied with footwear. Our 
industry, during the pre-war days, responded splendidly 
in meeting their needs—and | might add—entirely on a 
voluntary basis. 

“Every request made was accepted by manufacturers 
and suppliers with the fullest sense of responsibility—in 
a truly democratic and co-operative spirit. 

“The Army will obviously need the largest number of 

[TURN TO PAGE 32, PLEASE] 
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NATIONAL SHOE FAIR GIVES STRONG PROOF OF 
PUBLIC SERVICE STATUS OF FOOTWEAR DESPITE 
THE CRITICAL POSITION OF SOME SUPPLIES 





ESSENTIAL PLACE 
IN WARTIME PICTURE 


OPA Director Cites importance of 
Trade Meetings 


Industry meetings such as the National Shoe Fair have 
a definite function in war economy, Dr. John Kenneth 
Galbraith, Director of the Price Division, OPA, declared 
when he voiced his views, believed to be the first expres- 
sion from a Washington official on the subject, in answer 
to a question asked by Harold Volk, of Dallas, newly- 
elected president of the National Shoe Retailers’ Associa- 
tion, a co-sponsor of the National Shoe Fair. Mr. Volk 
stated that some exhibitors at the Fair had advanced the 
opinion that discontinuance of such trade meetings would 
be in keeping with the war effort. 

In an interview Dr. Galbraith stated, “Meetings such as 
this don’t use up scarce materials and actually may provide 
opportunity to plan conservation of vitally needed goods. 
Industry meetings also have an important morale building 
function and offer a forum for exchange of ideas. Out 
of them may come the vigorous spearhead of a move for 
reduction and simplification of styles deemed necessary 
for purchasing power control and the battle againsg in- 
Ration.” 























THE WAR BOARD OF THE NATIONAL SHOE RETAILERS ASSOCIATION 
Above, left to right: Rear row—H. C. Vollrath, Sr, Arthur Clark, Albert Wachenheim, Jr., 
Harold Volk, L. E. Langston, Rey Stevens, George J. Bunn and Jack Laycock. Second row-— 
Paul O. Kuehn, Will Knight, J. C. Fedler, Jr.. Qwen W. Metzger, A. H. Geuting, Carl Burg- 
stahler, M. A. Mittelman, A. J. Pauly and David S. Hirschler. First row—George B. Hess, 
George N. Geuting, Harry E. Fontius, Edward C. Orr,:Morris F. Cronkhite, Paul A. Jesberg 

and W. H. Adams. 


WAR 


FOR the first time in its history, the National Shoe Fair 
opened on January 5, at Chicago, in an atmosphere of 
worldwide conflict with the United States engaged as an 
actual belligerent. Repercussions of that conflict vitally 
affect every phase of American business and the interests 
of every American business man. This fact was brought 
home to shoe men with unmistakable emphasis at the 
convention. 

A tension and excitement never before in evidence 
was apparent everywhere. War affects all phases of the 
industry, including materials available for shoemaking, 
prices of raw materials and finished shoes, fashion and 
style trends. All of these phases came in for discussion 
during the Fair. 

Officially the convention opened with the noon-day 
session on Monday, January 5, in the Grand Ballroom 
of the Stevens Hotel. Eight hundred shoe men and 
women gathered for the luncheon and a style show 
which was made the centerpiece of the session. 

At the head table sat the Joint Committee: Carl Burg- 
stahler, L. V. Hershey, Harry E. Fontius, Harold C. 
Keith, Jay O. Ball, Roger A. Selby, M. A. Mittelman, 
Louis F. Tuffly and L. E. Langston. 

President Carl Burgstahler of the National Shoe Re- 
tailers Association, in his opening address, said: 


SPIRIT DOMINATES 


“In behalf of the National Shoe Retailers’ Associa- 
tion I take this opportunity to express to the National 
Boot and Shoe Manufacturers’ Association our sincere 
appreciation and thanks for the unqualified support and 
cooperation of your association in bringing together the 
manufacturing and distributive branches of our industry 
in a trade fair unequalled by any other industry. I urge 
the continuation of this mutual cooperation for the bene- 
fit of the industry as a whole. 

“I do not know of any other industry that has 
achieved such an economical function as our National 
Shoe Fair presents to the manufacturer and the retailer 
alike. Here is an opportunity for the inquiring mind of 
both the retailer and manufacturer to discuss many of 
their mutual problems. 

“Nowhere is it possible, except at the National Shoe 
Fair, for the manufacturers to meet the great number 
of their distributors, both potential and actual, in such 
a short space of time. 

Nowhere is it possible, except at the National Shoe 
Fair, for retailers to inspect the varied lines of shoes 
displayed under one roof in 1010 sample rooms spread 
on twelve floors by all important manufacturers from 
the principal shoe markets of our country. 

“In addition to the huge exhibit of shoes offered to 
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the merchant, there are the educational features, busi- 
ness clinics on store management, sales planning and 
promotions, store modernization aids. 

“OUR NATION IS AT WAR. America Is on the 
March. On the march in American shoes and our 
industry will provide those shoes to a victorious 


end. We pledge our unqualified support and co- 
operation to our country—our President—and 


all those in charge of the prosecution of the war 
and our defense. ee ee 
in American shoes.” 


CO-CHAIRMAN of the Fair, L. V. Hershey, Chairman 
of the Board of Directors of the National Boot and Shoe 
Manufacturers’ Association, following, speaking in be- 
half of the manufacturing industry, said: 

“It is needless for me to call your attention to what 
has happened internationally since our 1941 National 
Shoe Fair. I am merely touching on that angle of 
present conditions, with the hope that our two associa- 
tions will realize, more than ever before, that complete 
unity will be necessary if we are to be in a position to 
meet, during the coming year, the numerous important 
problems which undoubtedly will face our industry. 

“Therefore, at this time, I wish to sincerely thank the 
National Shoe Retailers Association for the fine spirit 
of cooperation manifested during the year of 1941; and 
to offer assurance that our association will make every 


NATIONAL 


Effects of World Conflict on Materials, 
Prices and Fashion Trends in Shoe Indus- 
try Everywhere Under Discussion at 
Show. Continuance of Clase Coopera- 
tion Urged by Heads of Retailers and 
Manufacturers Associations. 


possible effort to continue this unity of purpose during 
the year 1942. 

“So long as such a unity exists, in my opinion, we 
will find a way of solving the important problems of 
our industry which, incidentally, affect—directly or in- 
directly—every citizen of the United States. 


“I feel I am safe in stating, that the shoe 
industry as a whole, both Manufacturers and 
Retailers, is ready to meet any problems which 
confront it and will be prepared to accept any 
necessary sacrifices—not as problems or sacrifices 
—but as an opportunity to make the greatest pos- 
sible contribution toward victory for America.” 


William C. Schlaefer of Porath & Schlaefer—a lead- 

ing Wausau, Wis. shoe retailer, meets Frank C. 

Carlon, buyer for Walker & Maxwell Company, Oil 
City, Pa., in front of the Recorder room. 
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NEW OFFICERS NATIONAL SHOE RETAILERS 
ASSOCIATION 
President 
HAROLD VOLK, Volk Bros., Dallas, Texas 


V ice-Presidents 
ALBERT WACHENHEIM, JR., Imperial Shoe Store, New 
Orleans, La. 


EDWARD C. ORR, Potter Shoe Store, Cincinnati, Ohio 

GEORGE B. HESS, N. Hess & Sons, Baltimore, Md. 

PAUL JESBERG, Jesberg’s Walk-Over Store, Los Angeles, 
Calif. 


Treasurer 
DAVID HIRSCHLER, Hoffheimer’s, Norfolk, Va. 


NEW OFFICERS NATIONAL BOOT AND SHOE 
MANUFACTURERS ASOCIATIONS 


Chairman of the Board 
L. V. HERSHEY, Hagerstown Shoe & Legging Co., Hagere- 


town, Md. 
President 
JAY O. BALL, Chrysler Building, 
Treasurer 
E. S. GERBERICH, Gerberich-Payne Shoe Co., 
Vice-Chairmen 
H. N. LAPE, Julian & Kokenge Co., Columbus, Ohio 
JAMES E. WALL, Wall-Streeter Shoe Co., North Adams, Mass. 


HOWARD STEPHENS, Johnson, Steph & Shinkle Shoe 
Co., St. Louis, Mo. 
H. C. FREEMAN, Freeman Shoe Corporation, Beloit, Wis. 


New York City 


Mt. Joy, Pa. 
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COLOR AND NOVELTY 


The other side of the picture is for gay off-duty 
moods. Color is the highlight. Red shoes . . . in several 
tonalities, green shoes, Royal Blue shoes. Fuchsia red 
with a formal black dress; flame red with a yellow print 
informal dinner dress. Brilliant green shoes with a 
fuchsia costume and matching green hat; green shoes 
with a navy and green apron dress. Royal Blue com- 
bined with a red trim for a soft spectator dress. Black 
for play and Summer clothes and shoes was a style 
highlight. Cream beige was shown as a number one 
style color for both clothes and shoes in play and street 
clothes. Natural linen important part of the beige pic- 
ture. White . . . and white with color . . . also appeared 
in smart play and Summer types. 


' SMART USE OF CLASSIC COLORS 
Navy and black smooth leathers and black patent 


leather were the fundamental colors shown in ultra- 


Navy dress with crisp blue and white gingham collar 
and cuffs; hat, veil edging and gloves to match. The 
navy ballet shoes lace high with leather thongs. 


Matching navy stockings. Dress from Lang. 


I942 FASHION SHOW 


THERE were no frills or fripperies in this year’s style 
presentation by the Woman’s Home Companion in the 
Grand Ballroom of the Stevens Hotel the first day of 
the 1942 National Shoe Fair. Changed from the tradi- 
tional evening performance, this year’s show was much 
briefer than in previous years; its aim to be practical 
but entertaining, streamlined but glamorous. Elizabeth 
Ambrose, the magazine’s Fashion Editor, acted as com- 
mentator. Helen G. Thompson, Merchandising Man- 
ager of The Companion, assisted Miss Ambrose in the 
presentation and preparation of the Show. 


TWO SIDES TO THE PICTURE 


There are two sides to the style picture for the coming 
Spring and Summer . . . the practical and the glamor- 
ously colorful. Clothes. and shoes for Defense Workers 
represent the first group. Types of uniforms included 
a uniform from the Red Cross Motor Corps, the Amer- 
ican Women’s Voluntary Services and a Civilian De- 
fense indoor office worker’s dress. 


Stunning green and red flowered wool challis evening 
dress, the flowers sequin-spangled in the bodice. 


From Saks Fifth Avenue, Chicago. 


High-heeled 


opened-up wedges are of silver and gold. The uppers 


are of the same material as the dress. 
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smart tailored and dressy shoes. Tan had an important 
place in shoes for Defense Workers. Red was also in- 
cluded in the four leading basic colors for Spring and 
Summer. 
ANKLES IN THE SPOTLIGHT 

Ballet types, espadrilles, ghillies and ankle straps fixed 
the attention on ankles as the definite style trend for 
1942. Heavy clog soles accentuated slender ankles and 
added the final touch of extravagance to the after-work 
shoes. Play shoes, of course, continued with wedge heels 
and platform soles of varying thicknesses. 


NEW INTEREST IN STOCKINGS 


The stocking wardrobe, now definitely a part of the 
style picture, was a noteworthy addition to this year’s 


Show. White cotton with a white Summer costume. 
Beige lisle with sturdy Defense Workers’ shoes. Ribbed 
lisle for hard wear . . . the ribbing adding a slenderizing 
effect. Sheer green nylon hose with red espadrilles . . . 
just to show the new color possibilities. Other very 
sheer nylon colors. Lisles with Victory V embroidered 
colored clocks. In one instance, stockings dyed to match 
the dress. 


The following manufacturers cooperated in the style 
presentation. Costumes: Saks . . . Fifth Avenue, Chi- 
cago, Charles Cooper, McMullen Co., Adler & Adler, 
Pollack, Smith & Robins, Charles Lang. Hats: Lilly 
Dache. Gloves: Merry Hull, Kay Fuchs. Jewelry: Cas- 
tlecliff. Stockings: Gotham, Propper-McCallum. Make- 
Up: Richard Hudnut. 


Quick Luncheon Review of Spring and Summer Fashions Gives Large Gather- 


ing of Retailers Practical Selling Pointers for the Coming Season at Opening 


Meeting of the National Shoe Fair in Grand Ballroom of Hotel Stevens, Chicago 


STREAMLINED FOR ACTION 


Black slacks and black play shoes mark the impor- 
tance of black for Summer play clothes. Slacks cos- 
tume from Saks Fifth Ave. Chicago 
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Navy blue wool suit (from Charles Lang), navy shoes, 
stockings and hat complete a monotone costume, 
snapped up with red piping on the jacket and bag. 
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Left: The first requisite of every Shoe Fair visitor 
is to sign up at the registration desk. Here, 
L. Augustine, Lou’s Shoe House, Racine, Wis.; 
Ross Hinman, Queen City Store, Marion, Ind., and 
Charles LaForce and E. P. Hambene, of Lowen- 
stein’s, Valpariso, Ind., do their duty. 


NAO FAI 


Below: Buying their tickets for the Monday luncheon 

meeting and fashion show are Matthew Crassner, John 

Irving Shoe Co., Boston, William A. Stern, Pfeifer 

Bros., Little Rock, Ark. and M. Scheinfeild, Ashland 
Shoe Store, Chicago. 


Above: Sid Weber and his manager, Paul 

Sheehan, of Sid Weber’s Shoe Store, Janesville, 

Wis., came south for the Fair from the frozen 

north and scoffed at a mere three below in 
Chicago. 


Below: Chicago’s motto is “I Will.” They did. 
Carl Burgstahler introduced his neighbor Harold 
Florsheim, speaker at noon session on Tuesday. 


Above: Col. Charles T. Cahill, of the USMC, 

is now a philatelist and showed retailers his 

collection of royalty stamps dating back to the 
beginning of machine shoemaking. 





Right: George H. Mealley, chairman of the 

exhibit committee of the Tanners’ Council, and 
Doris V. Beechman confer with Albert E. 
Hobbs, exhibit manager. 


PICTORIAL 


Below: Prof. James R. Hawkinson of the Sales 

Management Clinic gives a few pointers to 

Sam C. Nicholl, Leo Neill and Stanley Meyers, 
all of Meyers Bros., Springfield, Ill. 


Above: Captain Mike Murphy, of the Texas 

Guards, at the upper right, with the friendly 

four. Seated left to right: Joe Siragusa, Krupp 

and Tuffly, Inc., Houston; William Cox, Fred 

Eckhert; beside him, Bill Billet, Edwin Clapp 
& Son, East Weymouth, Mass. 


Below: Jack Schoelck, of the Hub Shoe Store, 
Shelbyville, Ind. E. Minor, Jr., of Minor’s 
Shoes, Columbus, Ohio, and Carl Crenshaw, of 


Famous-Barr, St. Louis, try the “open Sesame.” 


Above: Al Paully, second from right, seated, 

and a sextet from St. Louis take an active in- 

terest in the fashion show which featured the 
Monday noon-day luncheon. 





The Editor’s 


Outlook 


by ARTHUR D. ANDERSON 
EDITOR * BOOT and SHOE RECORDER 


Stand On Your Own Feet 


WE are beginning to realize that this is a pretty big job | 


we are undertaking. It’s the job of total war—nothing 
else really matters. Government is all-powerful, the boss 
of everything. The possibility of ten million men in 
arms, thirty million workers making arms and supplies, 
makes us realize how terribly ‘insignificant we are as 
men or business men. “Ours not to reason why; ours 
but to do or die.” 

In a fortnight we have seen an entire automobile in- 
dustry wiped out. The major job assigned to it is to 
make tanks, bombers and tools of war. There is no 
doubt about it—there’s many a man operating a sales 
agency for automobiles in your town who is saying: 
“You can’t do this to me. I own these cars and I'll 
sell them.” But let him try it and see how soon a 
suspension order is plastered on his sales office. And 
then he is totally out of the picture. 

The shoe man is saying: “Can this happen to me?? 
Sure it an; but it won’t—not that way. Shoes are such 
a commonplace and serve such a universal purpose that 
there is nothing to be gained through “total action.” 
And yet, government has within its power to cease all 
shoemaking and even at that, the public could coast 
along for many a day on what it owns, or repairs. But 
there is no purpose in such an order. Nevertheless, we 
need to sharply recognize that no amount of special 
pleading in Washington is going to do a bit of good for 
any industry. The No. 1 thing is WAR; and that’s that! 

An English trade paper is in front of us and on one 
page we see the ultimate—a caption that reads: “Chil- 
dren’s footwear should be in priority class.” Another 
one: “Coupons and slippers—disproportionate rating 
(equivalent coupon value applies to walking shoes and 
slippers).” “National-mark shoes—retention of in- 
dividually needed (fear that a government brand will 
destroy trade name values).” There you see ALL OUT 
WAR 2nd its effect on as common a commodity as foot- 
wear. 

None of these things is contemplated nor expected in 
America but they can come if there is no self-discipline 
on the part of trade;_no cooperation and only a com- 
petitive grab for volume plus excessive profit per pair. 

But for the moment let us pass up the fears of futures. 
The right kind of action is plain to any man in the shoe 
business. Give the public the most for the money and 
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avoid all whispers of suspicion of profiteering. So much 
for that. 

Plain action—plain words! The shoe business as we 
now know it is under capitalized for the work that it 
normally does and certainly for the work it will be called 
upon to do. Soft credit is over. The merchant who 
wants shoes and wants the most for his wholesale money 
is going to get his business on a discount basis. You 
just can’t lean on the wholesaler and manufacturer be- 
cause they, in turn, can’t lean on the tanner and the 
sources of supplies, who are up against ceilings and 
fixed selling prices. It isn’t in the cards for long credits 
and consignments. 

Now is the time for every business to get to the point 
of operating on capital adequate to current volume. 
Now is a good time to interest your friends and family 
to put some money into the business because there are 
more assurances of a return through sales of footwear 
than there is of almost any other commodity at retail. 

Now is the time to pick partners out of businesses 
that have had to cease because it is only in living busi- 
ness that a man can make a living or even hold his 
capital to its present figure. There is many an auto- 
mobile man, refrigerator man, etc., who still has a bit | 
of capital and who possesses sterling sales experience, 
energy, enthusiasm, etc., whose entrance into your busi- 
ness would be a refreshment and stimulation. 

Traditional shoe men have a habit of excusing the 
peculiarities of their trade. A new man coming into the 
store or business brings new approaches to shoe sales- 
manship; because—remember—things have still got to 
he sold. 

There are no shortages so great as to nullify salesman- 
ship. The public doesn’t go into stores just because 
there are old shoes in stock. The public still has a 
chance for a choice and some businesses will wax strong 
and profitable and others will weaken and wane. /t 
isn’t the size of the dog that counts, it’s the fight in the 
dog. 

So we give you as the first precept for 1942—-stores 
that are stale, sleepy and weak are going to get staler, 
sleepier, weaker. Strong stores, with the right kind of 
management, are going to get stronger. Stand on your 
own feet—step ahead. 
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WOMEN’S DUTY TO KEEP FIT CREATES 
A NEW MARKET FOR YOU! 


Women are pitching in to help win the war. That means longer 
hours on their feet at home . . . defense jobs . . . first aid work. 
Thus, women’s first duty is to keep fit and efficient and that 
means shoes that look smart and deliver day-long comfort. 


AND HERE ARE THE SHOES! 


iy ysical (ultures 


».. mainliners 


| Star Performers In America’s 
Fastest Growing Line 





“«*«Mainliners’ move like magic,” deal- 

ers report. They just won’t stay on the 

shelf. The price is right, retailing at 

$6.95 and up... they are setting amaz- 

ing records for volume...and going 

ope iPlay: sre tiaae vigs MANY DIFFERENT STYLES 
The Physical Culture market is ready FOR SPRING 

and waiting for you in your commu- In Stock for Immediate Delivery 
nity. Why not get it for yourself, now? “Mainliners” are smart, comfortable 


Write, or Wire Collect for Details shoes with the patented Physical Culture 

features concealed beneath their trim 
lines. So soft you can easily flex them 
PHYSICAL CULTURE SHOE COMPANY with your fingers, yet “Mainliners”’ have 
Division of Selby Shoe Company - PORTSMOUTH, CHIO balanced heel fitting, buoyant, restful 
NEW YORK SALES OFFICE: 926-8 MARBRIDGE, BLDG. arch support and cushioned treadbase. 
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ROBERT HEMHAUSER 


President of Middle Atlantic Shoe 
Retailers Association 


EDGAR J. KAUFMANN 


President of Kaufmann's, Pittsburgh, 
and OPM Consultant, to be Feature 


Speaker 


“TELL and show the merchant if you 
want to sell the merchant” has been the 
slogan used by the Middle Atlantic 
Shoe Retailers Association, in their 
promotion to the manufacturing and 
wholesaling divisions of the shoe in- 
dustry of the twenty-eighth annual shoe 
show and convention of that body, 
which will be held in Philadelphia on 
Jan. 18-19-20 at the Hotel Benjamin 
Franklin. Judged by the most re- 
cently published list of exhibitors that 
has been issued, it seems quite evident 
that a great many representative mem- 
bers of both of these divisions are in 
agreement with this thought, for the 
list of exhibitors is comprehensive, and 
it is stated that it not yet entirely com- 
plete. 


But the finest of exhibits may have 
little value if there is no one to see 
them, and the executives of the Asso- 
ciation has devoted most of its atten- 
tion to the matter of encouraging the 
attendance of members of the associa- 
tion and other retail merchants, both 
in the matter of developing a program 
of interest to them at both the business 
session, and the round table discussion 
on style management and general prob- 
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«Tell and Show the Merchant” 
Theme of M.A.8. R.A. Meeting 


who did not find it convenient to go 
there will avail themselves of such an 
opportunity here. The second is that 
retailers will be able to ascertain with 
greater certainty just what they may 
expect both in merchandise and service 
and to get this information from many 
sources and at the same time. 


ANOTHER beside these two, is that so 
far as the eastern seaboard is con- 
cerned, this is the last opportunity of 
the sort that will present itself in time 
for Spring planning. 

But it is not only as a show that the 
organization plans to serve the in- 
dustry and its members, for the pro- 
gram as worked out is expected to 


National Situation Due to War and its Effect on Shoe Industry as Well 

as Outlook on Coming Spring to be Main Topics Under Consideration 

at Annual Convention of Middle Atlantic Shoe Retailers Association 
in Philadelphia, January 18-20 


lems, and by personal contact and in- 
vitation. To this end, squad captains 
and their crews are expected to contact 
over eighteen hundred retail merchants 
throughout the five states that are in- 
cluded in the territory of the associa- 
tion, and point out to them the ad- 
visability of attendance. 


TWO factors make for creating a 
greater than ordinary interest in this 
meeting. The national and business 
situation is the first and greatest of 
these. So many problems face business 
and the industry at this time, that the 
need for assembly and discussion of 
general problems, and the “talking 
out” of individual ones with fellow 
craftsmen, is one of them. This was 
proved at the National Convention just 
held in Chicago, and for the many hun- 
dreds in the field of the M.A.S.R.A. 


compress into a very short time a great 
deal of valuable information and prof- 
itable thought for those in attendance 
to take away with them. 


IN securing as the principal speaker 
for the business midday luncheon on 
Monday, Edgar J. Kaufman of Pitts- 
burgh, the arrangements committee 
has been singularly fortunate in getting 
a man of proved merchandising ex- 
perience, being the head of Kaufman’s 
Department Store, one of the leading 
houses of the state, and also a consul- 
tant of the Office of Price Administra- 
tion in Washington, which of course 
keeps him in touch with the special 
problems brought about by the war. 
In addition to these two connections 
he is active in civic work in Pittsburgh 
in both social and benevolent fields. 

[TURN TO PAGE 31, PLEASE] 
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Canada Places Restriction on Rubber 





Minister of Munitions and Supply Compiles List of Articles 
Which May Be Composed of 50 Per Cent Crude 
Rubber. Non-Essentials Omitted 


MONTREAL, CAN.—Except for war 
purposes rubber will be a scarce com- 
modity in Canada in 1942. According 
to an announcement made by Hon. C. 
D. Howe, Minister of Munitions and 
Supply, “without exception no rubber 
will be released in future for the man- 
ufacture of non-essentials.” The ruling 
was effective January 2. 

No new passenger car tires will be 
manufactured except for the four tires 
with which each new car will be 
equipped. No new spare tires will be 
allowed on new cars, and production of 
the cars themselves will be greatly cur- 
tailed. 

Rubbers, overshoes, and rubber boots 
may be made, but in staple lines of 
black rubber only. J. R. Nicholson, 
deputy controller of supplies, said the 
ban on white and brown overshoes and 
rubbers will conserve rubber inven- 
tories in the footwear factories. 

The new regulations specify a long 
list of articles which the Controller of 
Supplies, Alan H. Williamson, may, in 
his discretion, designate as necessary 
for the war effort and for absolutely 
essential civilian purposes. Not on this 
list of essentials are such things as 
golf balls, tennis balls, squash balls, 
hockey pucks, elastic bands, rubber 
toys, and the hundreds of other ar- 
ticles of which rubber is a major con- 
stituent. 

Only essentials may be manufactured, 
and for these the manufacturers will 
be allowed a quota of only 50 per cent 
of the rubber they used during the 12 
months ending May 31, 1941. No par 
of the quota for next January may be 
used except under a permit issued by 
the controller of supplies. 

The controller of supplies has issued 
a list of the articles for which the 50 
per cent quota of crude rubber or latex 
may be used under permit. For articles 
not on this list no rubber will be re- 
leased : 

1. Medical, surgical and laboratory 
supplies, also druggists’ sundries for 
the feeding of infants and the care of 
the sick; 

2. Sealing rings and compounds for 
canning and for packing and wrapping 
foods; 

3. Protective rubber clothing. gloves 
and footwear for the use of fire fighting 
and police departments and others who 
require same in the course of their 
employment; and protective rubber 
clothing gloves. footwear and equip- 
ment for electrical and acid workers: 

4. Mechanical rubber goods, hard 
rubber and sponge rubber products. 
and compound latex for industrial. 
plants and mines, fire department trans- 
portation companies and public services 
operated in Canada; 

5. Component parts made wholly or 
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partly of rubber for incorporation in 
articles of various kinds, if the con- 
troller has first stated in writing that 
the use of rubber is necessary in their 
manufacture; 

6. Rubber compounds for use in mak- 
ing insulated wire and cable; 

7. Suction and gasoline hose; 

8. Plumbers’ supplies, if the con- 
troller has first stated in writing that 
the use of rubber is necessary in their 
manufacture; 

9. Tires seven inches or more in 
cross-section (industry marketing) for 
other than private passenger cars, and 
tubes for same; 

10. Tractor tires and farm imple- 
ment tires; 

11. Tires and tubes for delivery to 
manufacturers of motor vehicles to be 
used for equipment of new motor ve- 
hicles made for sale in Canada, on the 
understanding that no spare tire or 
tube will be supplied to the vehicle man- 
ufacturer for any such vehicle; 

12. Bicycle tires; 

13. Tire repair materials, other than 
tire repair kits; 

14. Camelback for retreading; 

15. Automotive parts, if the con- 
troller has first stated in writing that 
the use of rubber is necessary in their 
manufacture; 

16. Rubber cement for the shoe trade 
or for such other purposes as the con- 
troller states in writing necessitate the 
use of rubber; 

17. Staple black lines of waterproof 
footwear. 


Marott Observes 
83rd Birthday 


INDIANAPOLIS, IND.—George J. Ma- 
rott, a pioneer businessman of this city 
and owner of the Marott Family Shoe 
Store, recently celebrated his 83rd 
birthday with a dinner at his own 
hotel, the Marott. Two hundred busi- 
ness and civic leaders including Gov- 
ernor Schricker and Mayor Reginald 
Sullivan were present. 

Many beautiful gifts were received 
including a crate of 83 roses. Mr. Ma- 
rott remains actively at work and said 
that he now had even more to do than 
ever before. Asked about the war, he 
said, “Of course, this will bring only 
sorrow to many, yet if we lose, the 
world will be held in the grip of mil- 
itarism and cruelty, so we must win.” 

A native of England. Mr. Marott 
came to Indianapolis in 1875 and soon 
after entered business on a capital of 
$167 and a credit of $2,000. His shoe 
store is now one of the largest in this 
country and his family hotel one of 
the best in the Middle West. 











ANOTHER YEAR! 
ANOTHER OPPORTUNITY ! 


Berner A. Feige 
of the 


HEALTH SPOT SHOE SHOP 


332 W. CHESTNUT ST. 
LOUISVILLE, KY. 


The year just passed has been 
a good one for Mr. Feige, and 
the record of a consistently in- 
creasing volume remains un- 
broken. 


Such a record speaks well for 
Mr. Feige’s ability and efforts. 
In addition to a good income, 
he has the personal satisfaction 
that comes with this kind of 
success. 


Genuine sincerity and a good 
knowledge of shoes and fitting, 
are Mr. Feige’s main “selling 
tools.” 


The store is headed for con- 
tinuous progress on a firm 
foundation of repeat business 
and substantial new business 
coming from recommendations 
of satisfied wearers. 


MEN WANTED 


There has been no letup in the 
establishment of new Health 
Spot Shoe Shops, particularly 
in the South and Southwest. 


The arrangement of a regular 
salary and a liberal share of 
the profits, with no investment 
required, is most attractive. 


Send for an application blank 
today! 


HEALTH SPOT SHOE SHOPS, INC. 


INDUSTRIAL AVENUE 
DANVILLE, ILLINOIS 











o.p.L. 


OTHER PEOPLE’S 


Year "Round Best Sellers 


We recently received in the mail a 
two-thirds page ad that Dalton’s de- 
partment store ran in the Baton 
Rouge, Louisiana, Morning Advocate, 
just before Christmas. Now, you 
might contend that any mention of 
Christmas should be set aside until 
next Fall. That may be true, but J. S. 
Riley of Dalton’s contends in his let- 
ter that men’s slippers are really a 
year ‘round promotion, as follows: 

“Who said men’s house slippers 
weren't profitable. From the ad en- 
closed you will see that we really go 
to the limit to secure holiday business 
in men’s house slippers. This ad 
literally sold hundreds of pairs for us 
in this very fine city way down South. 

“I thought perhaps you would be 
interested in seeing a copy of an ad 
like this. Not only have we received 
tremendous response during our holi- 
day season, but we strive to secure 
business of this nature during the en- 
tire year in our Men’s Shoe Depart- 
ment. As we all know every day of 
the year is someone’s birthday, which 
might be a father, a son or a friend. 
With these facts in mind we strive to 
carry an adequate stock of men’s slip- 
pers at least ten months of the year, 
and we have found it very profitable.” 

We agree with you, Mr. Riley, and 
add the comment of a retailing friend 
of ours who says that he can sell ski 
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boots in August if he puts enough 
salesmanship behind them. 

The ad itself is a “seller” with line 
drawings of sixteen slippers, each 34 
inches long, arranged as a border and 
description and price in the center. 

* ” * 

“Nailheads make important news on 

some of our smartest shoes!” 
(Stevens, Chicago) 
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Strauss Just 
Saxe: look at 
that iN EXPLANATION— 
Net long ego 
sole! 
‘y She the OXFORDS 


10d ovt—ibe thet 
There's enough bere far 





It's a gigantic, extra-thick 
Jumbo Crepl Rubber sole! 
—on an upper of BRIAR 
COLORED CALF—in « 
hend-tooled moccasin last— 
and bootmaker finish... 


it's a step ahead... 


something soft and 
cushioning—and terrifically 
good-looking. 


7.85 








L. STRAUSS & CO. mc. THE MAN'S STORE 





Up Side Down—And Scarce to Boot 


Tell Your Salesmen About Your 
Advertising—in Advance 


A department store shoe buyer tells 
us the story of how he went into a 
store to buy a suit and asked to see 
one of the suits that were on sale. The 
salesman looked at him in amazement, 
said that he didn’t know that there 
was a sale on, and excused himself 
while he went to look up the suits that 
were on sale. 

“Now, this story may sound a bit 
far fetched,” said the buyer, “but it 
started me thinking that the same 
thing might be happening in my shoe 
department. How are my salesmen 
going to know in advance what I am 
planning if I don’t tell them. So I 
inaugurated the plan of calling all 
salesmen together a week before a 
sale or special newspaper promotion 
and telling them what we are going to 
promote and why. Then I pasted 
advance proofs of the newspaper ad 
on the bulletin board so that the sales- 
men could memorize the details and 
prices in advance of the event. Now, 
I know that they at least know what 
is going on at all times.” 

* at ae 


All Sizes and Widths 


A shoe store in Washington, D. C., 
has painted a band of white across 
the center of each window. Black 
letters im each band proclaim the fact 
that this store carries shoes in sizes 
3 to 13, widths AAAA to EEEE, for 
men and women, in all styles and 
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IDEAS 


by JOHN F. W. ANDERSON 











IMPORTANT DATES TO REMEMBER IN 1942 


Jan. 30—Friday—Franklin D. Roosevelt Annual 
Birthday Ball 

Feb. b. 12—Boy Scout Anniversary Week 

Feb. 12—Thursday—Abraham Lincoln's Birthday 

Feb. 12—Feb. 22—National Defense Week 

Feb. 14—Saturday—St. Valentine's 

Feb. 23—Monday—Washington's Bi 

Mar. 12—Mar. 18—Girl Scout Anniversary Week 

Mar. 17—Tuesday—St. Patrick's Day 

Mar. 2!1—Saturday—Spring Begins 

April |—Wednesday—April Fool's Day 

April 5—Sunday—Easter 

April 6—Monday—Army Day 

April 26—Sunday—Daylight Saving Begins 

April 26—May 2—National Baby Week 

May 9—May |6—National Golf Week 

May !10—Sunday—Mother's Day 

May !7—Sunday—"'! Am An American Day” (Citi- 
zenship Day) 

May 30—Soturday—Memorial Day 

June 14—Sunday—Flag Day 


June 2!1—Sunday—Father's Day—Summer Begins 
‘acation Time Begins 


July 4—Saturday—Iindependence Day 


Sept. 7—Monday—Labor Da 

Sept. |14—Monday—School pins in most com- 
munities 

Sept. 23—Wednesday—Autumn Begins 

Sept. 26—Saturday — College Football Season 


.e) 
Sept 27—Sunday—Daylight Saving Ends 
October—World Series (Baseball) 
Oct. 12—Monday—Columbus Day 
Oct. 27—Tuesday—Navy Day 
Oct. 31—Saturday—Hallowe'en 
Nov. 3—Tuesday—Election Day 
Nov. 9—Nov. 15—Father and Son Week 
Nov. | |—Wednesday—Armistice Day 
Nov. 26—Thursday—Thanksgiving Day 
Dec. 22—Tuesday—Winter Begins 
Dec. 25—Friday—Christmas Day 
Dec. 31—Thursday—New Year's Eve 





lasts for hard to fit feet. 


Thus when 


“It is useless to use the powder 





ting the toes to extend and function 


an out size customer stops to look at 
the window and sees a style that he 
wants, instead of walking away mut- 
tering to himself that this store won't 
have his size anyway, the band across 
the center of the window announces 
that this store has his size and width 
and can accommodate him in any fit- 
ting problem. 
os * * 

“College girls and school girls . . . 
everyone’s discarding her perennial, 
grimy saddle shoes in favor of smart, 
low heeled moccasins” 

(Garfinkel’s, Washington, D. C.) 
* 


* 


“The Powder Check System of 
Fitting” 

We take pleasure in quoting a piece 
by Albert E. Klinicht in a recent 
issue of the Miller Foot Defender, 
house organ of The Miller Shoe Co., 
Cincinnati. We believe that his. ob- 
servations on fitting will be of interest 
to shoe retailers: 

“Probably the oldest and most re- 
able fashion of checking toe impres- 
sions in a shoe, and one which is used 
least of all today, is the powder check 
system of shoe fitting. 

“This system is nothing more than 
the act of sprinkling shoe powder 
into the forepart of the shoe to be fit- 
ted and then allowing the customer to 
walk in the shoes, preferably both, 
until the stocking has absorbed the 
powder from the innersole and has 
left an impression of the toes that are 
active. 
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check method if the shoe to be check- 
ed is unduly snug and will not permit 
the toes to extend while walking. It 
is much safer to overfit in size when 
practicing this system even though 
you know the size is too large, for 
you will readily observe whether a 
smaller size is possible . . . after the 
customer has walked in the shoes. 

“When inspecting the shoe, remem- 
Ler that the actual length of the toes 
will be easily %4 in. longer at the 
great toe and will taper off to about 
1% in. at the little toe. This accounts 
for the flesh and toe nail extending 
over the actual impression left in the 
shoe. 

“Be sure too when powder check- 
ing, that you have pulled the stocking 
up well over the toes, thereby permit- 


while walking. 

“Short and narrow-toe stockings are 
as much of a detriment to the foot 
as close - fitting, narrow-toe shoes. 
Many a shoe man has replaced shoes, 
without knowing the true cause, be- 
cause the customer at the time of the 
fitting had on a pair of hose that held 
her toes in a vise-like position and 
prevented them from moving in the 
shoes. Then when she wore an easier 
fitting stocking the toes extended and 
the shoes seemed too tight. 

“Of course these incidents are more 
applicable to the orthopedic shoe 
business than to style footwear, but 
it has definitely happened to the care- 
less orthopedic shoe man who has dis- 
regarded the hosiery at the time of 
fitting the shoes.” 








A New Service Added... 


"Foot 
child we 
Notations ON corrections OF prescriptions neces- 
sary). 

This service will enable us to know your 
child's foot thoroughly, so we may be able to 
fit it ‘correctly at all times and later insure 
better posture and poise 


wth” cards are kept on every 
we the privilege to fit (with any 








Something NEW has been added 








Tell and Show the Merchant 
M.A.S.R.A. Theme 
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He thus brings to the association a wide 
vision, and the ability to transfer it in 
words to his hearers. 

The Question Bee, which is the fea- 
ture of the Tuesday activities, is where 
those in attendance get down to brass 
tacks in the conduct of their own busi- 
ness and the solution of their own prob- 
lems. “It’s just among ourselves,” as 
one of the members stated. Discussion 
of the every-day problems of the shoe 
store, stock control, mark up, service 
and style trends for Spring will be sub- 
jects for discussion. 

In this connection the style feature 
will be inaugurated with a short talk 
by Miss Eleanor Rutledge, fashion edi- 
tor of the Boor AND SHOE RECORDER, 
who will present the probable style 
picture for Spring and then amplify 
her remarks in answering the questions 
of those present. Altogether this fea- 
ture, a new one at M.A.S.R.A. conven- 
tions, gives promise of being one of 
the most informing ever presented. 

Just as a little offering to Lady Luck, 
the Association will present to each of 
ten retailers present a personal radio. 
To secure this, the attendant must hold 
a key that will unlock one of the magic 
locks. There will be many keys, but 
only ten will function, and the trying 
of the keys will afford a pleasant in- 
terlude in the serious business of shoe 
buying and shoe discussion, and as the 
Spanish say, “Quien Sabe?” “who 
knows?” You may have the magic key. 


St. Louis Output High 


St. Louis, Mo.—Shoe output by man- |, 


ufacturers here will amount to more 
than 90,000,000 pairs of shoes for 1941 
as compared to 71,000,000 last year, ac- 
cording to an announcement by A. M. 
Burton, secretary-manager of the St. 
Louis Shoe Manufacturers’ Association. 

Pointing out that defense output of 
military shoes had a signal effect on 
production, as well as generally better 
buying conditions at large, Mr. Burton 
explained that the wholesale value of 
last years’ production was $165,000,000, 
while the wholesale value of the entire 
72,000,000 pairs of shoes made here 
during the first nine morths of 1941 
was $168,000,000. With no layoffs in 
plant production since June, this figure 
looms to set an all-time record for the 
Missouri shoe industry, according to 
the general estimate. 

Production increase likewise is at- 
tributed by Mr. Burton to the fact 
that enlarged inventories are being set 
up by most buyers, fearing higher 
prices and delayed shipments due t» 
priorities, and the large amount of gov- 
ernment purchasing in the future. St. 
Louis produced more than one-fifth of 
all shoes manufactured in the United 
States so far last year, it was summed 
up. 
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$10 PRIZE-WINNING 


Fet Peeves 


OF SHOE SALESPEOPLE 


Submitted by MR. M. M. McLAUGHLIN 


I. My Pet Peeve is the young thing who brushes in, while you are 
sitting on the fitting stool in the midst of a sale—and asks, “How 
long will you be busy?” As if you knew. 


2.. BUT here’s a situation that offsets the peeve. Let the waiting 
customer eavesdrop while you explain the virtues of Scuffless ““Pyra- 
heel” —and your next sale is as good as made. The younger they are 
the harder they fall, because Scuffless heels keep shoes looking young. 


You can avoid complaints by specifying 
Du Pont Scuffless “Pyraheel” plastic heel 
covering. It comes in almost all colors and 
leather effects. Costs you nothing extra — 
and is used by almost all manufacturers. 


Scuffless heels give you an extra talking 
point, too. They resist checking, cracking 
and scuffing—and look new as long as cus- 
tomers wear the shoes. Remember to specify 
Scuffless heels on your nezt order. 





HOW TO WIN $10 


pare 
Thifoe 
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Thus par 
THIS YEAR 


more than 


11 MILLION 


PAIR OF 


WOMEN’S SHOES 


HAVE BEEN MADE WITH 


LET US SERVE YOU! 


INTERNATIONAL 


FABRIC CORP. 


117 BEACH STREET 
BOSTON, MASS. 


CHICAGO 
BOB LE VOY 
1191 MDSE. MART 


ST. LOUIS 
BILL MURDOCK 
1602 LOCUST ST. 





Shoes Deiicastrate Essential 
Place in War Picture 
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pairs of footwear because each soldier, upon enlistment, 


must be supplied, under present regulations, with three 
pairs of shoes. For duty in this country, they will con- 
sist of two pairs of high shoes and one pair of low dress 
or lighter duty oxfords. 

“It likewise must be mentioned that for combat ser- 
vice, these requirements may vary. -According to the 
best information and statistics available, each soldier 
will wear out from three to four pairs annually—and this 
is about all the information we have to estimate, even 
roughly, the future needs of our Army. 

“As evidenced by the activities that have taken place 
during the past few weeks, the Army may be required 
to operate under varying climatic conditions, and, under 
such circumstances, they will use suitable footwear. This 
may take the form of boots, ski shoes, parachute 
jumpers’ boots, shoe pacs and various other items. 

“The Navy has basically two types of footwear—a 
high and low black shoe. The Marine Corps also has a 
high service shoe and high dress shoe—and while I am 
not in a position to make a definite statement, it is 
assumed that these branches will continue to make pur- 
chases of the same items as used heretofore. But from 
the very nature of their service, will probably require 
proportionately fewer shoes than will be needed by the 
Army. 

“I think it is reasonable to conclude that the defense 
program—even including the demands under the lend- 
lease plan—will not, in itself, create complications or 
serious dislocations within: our industry—but the na- 
tional defense program, plus the unusually large civilian 
demand that we are experiencing, will create many com- 
plications and bring about problems that our industry 
will be forced to solve. 

“I do believe, however, that with intelligent foresight, 
through the co-operation of all, we should be able to 
mitigate the effects of the over-all picture so that our 
industry may function on a reasonably normal basis. 
This statement is made, based on certain facts that we 
know exist: 

“1. That the shoe industry. produces one of the essen- 
tial civilian items and also supplies the workers in 
defense plants. It, therefore, would appear abvious that 
the Government is anxious to continue the functioning 
of our industry with as little interruption as possible. 

“2. That there is no apparent shortage of basic mate- 
rials, which include leather—mark you, I say, ‘apparent,’ 





Correction Please! 
In the International Fabric ad of December 27th, we 
inadvertently dropped one digit. 11,000,000 pair is the 


correct figure. 
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because there are situations that could easily alter this 
ondition. 

“3. That while our industry needs many critical items 

such as steel, rubber, paper, cork, chemicals, etc.— 
he amounts required as compared to the total business 
lone, are relatively small and it is, likewise, possible 
hat intelligent consideration of the problem will produce 
many substitute materials for those now in use. 

“4. That the Government—in order to avoid disloca- 
tions of a large industry—will endeavor to assist in sup- 
plying reasonable quantities of scarce materials and will 
further assist in the procuring of substitutes and encour- 
iging simplifications and conservation. 

“If the foregoing is sound—and I sincerely believe it 
is—then, our problem is: 

“Ist—To plan our production, employing every pos- 
sible substitute for critical materials, all possible means 
of simplification and conservation so that we can take 
care of the necessary requirements—both civilian and 
defense—on a satisfactory basis, without abnormal pro- 
duction. 

“2nd—To make requests for critical or scarce ma- 
terials on a reasonable basis. 

“You may be assured that if our industry does not 
look ahead and see to it that our over-all production is 
on a normal basis, with reasonable requests for scarce 
materials, many complications will arise and the only 
course the Government can pursue under such circum- 
stances, would be one of complete control and allocation 
of materials, so that we will be unable to make demands 
on our raw materials or supplies in excess of what is 
actually needed, which end might also be accomplished 
by simplification. 

“Intelligent, farsighted planning can offset some of 
the dislocation that may result from abnormal purchases. 
While the curtailment of production may result in some 
inequalities and sacrifices, those sacrifices would appear 
as only mild forms of co-operation as compared to what 
could happen should our industry be unable to obtain 
sufficient basic materials. 

“Let us avoid this dislocation by planning ahead, 
with the knowledge that there should be ample supplies 
to meet a reasonable and sane demand. Let us conduct 
our businesses in the spirit of a war program, recogniz- 
ing that what is best for the largest number will ulti- 
mately be best for us, individually.” 


Store Celebrates 20th Year 

ANDERSON, INp.—The New Method Boot Shop of this 
city, located on the second floor of the Decker Building 
in downtown Anderson, celebrated its twentieth anni- 
versary in December. Ray Peabody and Guy Hawkins 
are owners of this store, which has made a very rapid 
growth, especially in the past ten years. Additional 
space has been acquired. The firm makes a specialty 
of children’s shoes, also women’s and school age girls’ 
and boys’ shoes. 
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Mr. H. Bachrach, Manager of 
BAKER’S in Minneapolis, 
stages his merchandise on o 
MOHAWK CARPET 


AT BAKER’S SHOE STORE 
IN 


PHOENIX, ARIZ. 


is 


Mr Jack Lebowitz, Manager 
of BAKER’S in Phoenix, se- 
lects a long-wearing MO- 
HAWK for his seiling floor. 





Defense Savings 


voluntary | He] PS workers provide for the future 
pay-roll 
allotment | 
plan 


This is no charity plea. It is a sound business proposition that 
vitally concerns the present and future welfare of your company, 
your employees, and yourself. 

During the post-war period of readjustment, you may be faced 
with the unpleasant necessity of turning employees out into a 
confused and cheerless world. But you, as an employer, can do 
something now to help shape the destinies of your people. 
Scores of business heads have adopted the Voluntary Pay-roll 
Allotment Plan as a simple and easy way for every worker in 
the land to start a systematic and continuous Defense Bond 
savings program. 


Many benefits ... present and future. It is 
more than a sensible step toward reducing the ranks of the 
post-war needy. It will help spread financial participation in 
National Defense among all of America’s wage earners. 

The widespread use of this plan will materially retard infla- 
tion. It will “store” part of our pyramiding national income 
that would otherwise be spent as fast as it’s earned, increasing 
the demand for our diminishing supply of consumer goods. 

And don’t overlook the immediate benefit . . . money for 
defense materials, quickly, continuously, willingly. 


Let’s do it the American way! America’s talent for 
working out emergency problems, democratically, is being 
tested today. As always, we will work it out, without pressure 
or coercion ... in that old American way; each businessman 
strengthening his own house; not waiting for his neighbor to do 
it. That custom has, throughout history, enabled America to 
get things done of its own free will. 


In emergencies, America doesn’t do things 
“‘hit-or-miss.”’ We would get there eventually if we 
just left it to everybody’s whim to buy Defense Bonds when they 
, thought of it. But we're a nation of businessmen who under- 
} stand that the way to get a thing done is to systematize the oper- 
‘ ation. That is why so many employers are getting back of this 
Voluntary Savings Plan. 
Like most efficient systems, it is amazingly simple. All you 
’ have to do is offer your employees the convenience of having 
b. Ged sum allotted, from each pay envelope, to the purchase of 
Defense Bonds. The employer holds these funds in a separate 
bank account, and delivers a Bond to the employee each time 
‘ his allotments accumulate to a sufficient amount. 
Each employee who chooses to start this savings plan decides 
.| for himself the denomination of the Bonds to be purchased and 
the amount to be allotted from his wages each pay day. 
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{ helps build future buying power 


helps defend America today 





ay-Roll Allotment Plan 


How big does a company have to be? From 
three employees on up. Size has nothing to do with it. It works 
equally well in stores, schools, publishing houses, factories, or 
banks. This whole idea of pay-roll allotment has been evolved 
by businessmen in cooperation with the Treasury Department. 
Each organization adopts its own simple, efficient application 
of the idea in accordance with the needs of its own set-up 


No chore at all. The system is so simple that A. T. & T. 
uses exactly the same easy card system that is being used by 
hundreds of companies having fewer than 25 employees! It is 
simple enough to be handled by a check-mark on a card each 
pay day. 


Plenty of help available. Although this is your plan 
when you put it into effect, the Treasury Department is ready 
and willing to give you all kinds of help. Local civilian com- 
mittees in 48 States are set up to have experienced men work 
with you just as much as you want them to, and no more. 

Truly, about all you have to do is to indicate your willingness 
to get your organization started. We will supply most of the 
necessary material, and no end of help. 


The first step is to take a closer look. Sending in 
the coupon in no way obligates you to install the Plan. It will 
simply give you a chance to scrutinize the available material and 
see what other companies are already doing. It will bring you 
samples of literature explaining the benefits to employees and 
describing the various denominations of Defense Savings Bonds 
that can be purchased through the Plan. 

Sending the coupon does nothing more than signify that you 
are anxious to do something to help keep your people off relief 
when defense production sloughs off; something to enable all 
wage earners to participate in financing Defense; something to 

provide tomorrow’s buying power for your prod- 
ucts; something to get money right now for guns 
and tanks and planes and ships. 

France left it to “hit-or-miss” . . . and missed. 
Now is the time for you te act! Mail the coupon 
or write Treasury Department, Section A, 709 
Twelfth St. NW., Washington, D. C. 


y Depart t, Section A, 
709 Twelfth St. NW., Washington, D. C. 





Please send me the free kit of material being used by 
companies that have installed the Voluntary Defense 
Savings Pay-Roll Allotment Plan. 
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Colorful Season Expected in Miami 


Red, Beige, High Colors Cited 
Season—Suedes Lead, 


MiaMI, Fia.—Color takes the spot- 
light as the factor of greatest impor- 
tance in footwear for the resort season. 
“The shoe picture for the 1942 resort 
season is going to be tremendously 
colorful,” predicts Paul Roberts, head of 
the women’s shoe departments at Bur- 
dine’s. First place, he believes, will be 
given a deep red shade with a yellow 
undertone. This shade has been adopted 
by Burdine’s throughout the ready-to- 
wear sections of the store, as well as 
in accessories, and can be used with 
red shoes or with other colors which 
will be highlighted. Red, too, is good 
with the basic resort outfit of white 
or with the new popular beige. It makes 
a good contrast with green or blue, and 
is expected to be a leader and a volume 
item at this store. 

Joe Burns of Milgrim’s, is also pre- 
dicting a tremendous season on color, 
with the Pan-American colors—deep 
rich red, yellow, green and blue—tre- 
mendously popular. I. Rothman, who 
operates Rothman’s, is prepared for a 
big run on high colors, with red in 
the lead. J. Scarborough, manager of 
the women’s shoe department at 
Richard’s, feels, however, that red will 
be second in line, with beige in the lead, 
particularly in spectator types. Green 
has been placed as very important by 
most stores. It-is good as a color ac- 
cent, amd a shoe of this tone has many 
possibilities in costume building, so that 
it is sure to be accepted. 

Beige is a third choice—a light 
creamy tone that has been introduced 
throughout the ready-to-wear and ac- 
eessory picture. It is ideal to wear with 
white, but is even better with any of 
the high colors which loom so important 
this season. When combined with a 
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as Important in 1942 Resort 
Followed by Kidskin 


medium dark brown it presents an un- 
usually smart shoe. That is the opinion 
at Burdine’s, while Milgrim’s expects 
to have a nice play on beige, both alone 
and with color trim. Rothman’s expects 
some of the high colored yellows to tone 
into beige, which should be excellent, 
and a new light shade, called Bamboo, 
is expected to be of greatest importance 
at Richard’s, providing as it does a 
neutral background for ornamentation. 
Most pastels are not expected to be of 
as great importance this year as in 
previous years. 
[TURN TO PAGE 36, PLEASE] 





Clark Named N.S.T.A. Head 
At Chicago Convention 


Chicago, lil—Jack Clark of Lincoln, 
Neb., was elected new president of the 
National Shoe Travelers Association at 
the 31st annual convention of the group 
held Saturday afternoon, January 3, 
prior to the opening of the National 
Shoe Fair. The proposal to move the 
association headquarters fo a _ =mid- 
western city, possibly Chicago, was 
given considerable support on the prem- 
ise that better service could be ren- 
dered the membership and that the 
membership could be increased if such 
@ move were . The largest mem- 
bership rolis are in central western and 
southwestern groups. The motion was ap- 
proved unanimously by the membership 
and will now in turn be voted on by each 
affiliated organization of shoe travelers. 

Urban K. Alien, retiring president, 
called upon other locai associations to 
follow lead of the Chicago associa- 
tion in helping fo sell defense stamps 
and bonds, not only to their member- 
ships, but also to shoe retailers in their 
area as well. 


Plan Mid-W inter 
Directors’ Meeting 

ROCHESTER, N. Y.—John A. Beau- 
mont, president of the New York State 
Shoe Retailers’ Association, has called 
a mid-Winter meeting of its directors 
to be held at the Powers Hotel in this 
city Sunday, Feb. 1, beginning at 12.30. 
Because of the number and variety 
of problems that are pressing for 
solution under the new emergency of 
war, it is expected that this will be one 
of the most important meetings in the 
history of the organization. The pres- 
ence of every director is desired. 

First on the list will be consideration 
of plans already under way for the an- 
nual convention to be held at Hotel 
Statler, Buffalo, June 14, 15 and 16, 
for which 50 shoe manufacturers have 
made space reservations, with many 
more inquiries. 

Out of the discussions to take place 
at the mid-Winter meeting, the direc- 
tors will seek to chart a course for 
retailers through months ahead that 
are filled with uncertainties not only 
concerning prices, but also in obtain- 
ing merchandise. 

John Slater of New York is chair- 
man of the board of directors, which 
includes other leading shoe retailers of 
the state in its membership. The prob- 
eble limitation of the number of shoe 
styles during the war; the ban which 
has been placed on the processing of 
rubber as the supply is shut off from 
the Far East; the policy to be pursued 
in buying merchandise, and the amounts 
that are likely to be available—these 
are all issues of vital importance on 
which there will be exchanges of views. 

It is expected that Mr. Beaumont, 
who has been in Washington for a 
number of months, will contribute in- 
formation of exceptional value which 
retailers may be able to put to prac- 
tical use while carrying on their busi- 
nesses in critical times ahead 
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QUALITY 
WOMEN'S SHOE JOBS 
FROM 
AMERICA’S FINEST FACTORIES 


BARIS SHOE CO., INC. 
79-81 Reade St., New York City 











Workshoes 
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“Tanks” from South of the Border 


These shoes were recently received by Boot and Shoe Recorder from Mariano 


Davales of Mexico City who designed the original creation. 





MEN'S & BOYS’ WORK SHOES 


ART 
KEENE, N. H. 
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Bowling Shoes 
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PROFESSIONAL 
BOWLING SHOES 
Te retail at Combination soles 
$2.95 $3.95 Right fect 

$4.50 


BROOKS Shue mFG. 
58th & Market fel 








Colorful Season Expected 
In Miami 
[CONTINUED FROM PAGE 35] 


Colored kid is important, especially 
in yellow, blue, green and deep tones, 
alone or in combination. Suede is first 
in the picture, with many appearing in 
pastel shades. It is also in favor in 
white and in beige. It is expected at 
Burdine’s that the high colors will run 
more in calfskin, and that kidskin will 
be used in color combinations. Fabrics 
are expected to be good in play shoes, 
especially in bright colors, but so far 
they have given no indication of being 
particularly important in other types 
of shoes. 

White is still important as a basic 
shoe, but the high colors prevalent this 
year have made slight inroads on its 
popularity. Milgrim’s is featuring an 
all-white pump with adjustable bows 
or rosettes of white trimmed in color 
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They are of grey 


de with grey nailhead trim suggesting rivets. The back of the heel is fluted to 


represent the tread of an armored tank and decorations at the heel and instep 
are carried out as small gun mountings. 





and a little colored button ornament, 
which may be snapped on the shoe to 
match the costume. White with color 
trim, or white in combination, is ex- 
pected to take precedence over all-white. 

Open toes continue in popularity, ac- 
cording to Milgrim’s. If women buy 
open toes on vacation, the same shoe 
will carry through the Summer. The 
openings, however, are somewhat 
smaller. Heels are lower, and open 
backs are growing in importance. San- 
dals are extremely important. Bur- 
dine’s attributes this popularity to the 
uneven hemline, split skirt and colored 
stockings which have appeared on 
smart women, all of them focussing at- 
tention on the foot and shoe. Stepins 
and pumps with throat ornamentation 
are also put in the class of best sellers. 

Treatments such as nailhead decora- 
tion are offered by almost all of the 
stores. Jay Thorpe uses a fancy, star 
shaped nailhead; Delman’s has an or- 
dinary round head; Rothman’s shows 
a nailhead a trifle smaller than those 
shown in most of the other shops. This 
store is also featuring a number of 
shoes in various colored reptiles, colors 
earrying the South American or the 
Mexican influence. 

Every shop is looking for activity in 


very dressy types of afternoon and, 


evening footwear. Styles are definitely 
feminine and fluffy, with emphasis on 
rich materials. Some interest is shown 
in ballet models, and they are being 
promoted in everything from play to 
evening shoes. Straps are of consider- 
able importance. Fancy buckle fasten- 
ings are also in the picture. 

In children’s shoes, saddle oxfords 
lead, according to the Lorraine Chil- 
dren’s Bootery. This type, this store 
says, is the preferred shoe for both 


school and play, and while a lot of 
brown and white combination is sold, 
for the most part mothers seem to pre- 
fer a solid color, either brown or white. 
This, of course, is because a solid color 
is easier to clean than a two-tone shoe. 
Perforated oxfords are in considerable 
demand in brown or white. Moccasins 
are in favor. Some sandals are sold, 
and a few pumps and doll straps are 
wanted, but fully 90 per cent of the 
entire volume here runs to oxfords. 

Patent er kid is demanded for dress 
shoes, but calf, elk or buck for both 
boys and girls sell best. There is some 
demand for all-red. A pink shoe for 
a seven- or eight-year-old is one of -the 
best numbers. 

The Sam Bailey Boot Shop, which 
is now confining itself entirely to men’s 
footwear, predicts that this will not be 
an important season so far as the white 
shoe for men is concerned. Usually a 
lot of white is sold here during the 
Winter, but this season men are ex- 
pected to buy white with brown or black 
shoes. It is expected that with a defi- 
nite curtailment of fancy shoes, men 
will not go in for fads in shoe leather 
this season. 


To Build Plant Addition 


Waycross, Ga.— Contract for the 
construction of a $50,000 addition to 
the plant of the Rubin Brothers Shoe 
Company, here, has been let to the 
Nationwide Construction Company, of 
New York City, and the work will be 
rushed to completion. The building will 
be of reinforced concrete and steel con- 
struction, and will be modern in every 


respect. 
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Red Cross Gets Ambulance 
Gift from “The Swamp” 


Funds totaling $3,031, enough for the 
purchase of a fully-equipped Cadillac 
ambulance, were presented to the Amer- 
iean Red Cross, recently, by Samuel C. 
Aaronson, of Ace Sales Corporation, 
New York City, in behalf of a group 
of 76 individuals and firms in “The 
Swamp” area. The ambulance is to 
bear a bronze plate inscribed, “Do- 
nated by the Hide, Skin and Leather 
Merchants of The Swamp.” 



















SAMUEL C. AARONSON 





Following an informal luncheon dis- 
cussion during which industry leaders 
in the wholesale district expressed the 
thought that it would be fitting for 
them to do something as a group, to aid 
the cause of national defense, Mr. 
Aaronson took it upon himself to trans- 
late the good intention into action. He 
devoted three full days to making 
personal solicitation calls, successfuily 
raising the amount that the Red Cross 
had stipulated as necessary for an 
equipped ambulance. The contributors 
include the following: 

Amdur Leather Co., Theodore Hy- 
ams, Lanite Sales Co., Loewengart & 
Co., Perlstein Bros., J. H. Rossbach & 
Bros., Schmoll Fils, United States 
Leather Co., Edmond Weil, Fred 
Whiton, J. L. Apollon, Kaufman & 
Falk, Ace Sales Corp., Banks & Brezel, 
Eisler Leather Co., S. Farkash, M. 
Feldstein & Son, Menkes Feuer, Irving 
J. Fife, Ernest Gordon, Benj. V. Har- 
rison Co., Meyer Hecht, Kline & Co., 
Leather Exchange, Leather Trading 
Corp., Lewis & Rosenthal, Hermann 
Loewenstein, Lubell-Hockmeyer, Mar- 
cus Forscher & Co., Morris Moskowitz, 
Joseph Rinderman, J. B. Spiegel, Rich- 
ard Young Co. 

Adler Bros., Homer Bear, Berksons 
Leather Co., Biron & Cahn, Louis Birns 
& Sons, W. J. Burmester, Emil Busch- 
hoff & Co., Central Cut Sole Co., Gitt- 
ler Bros., Moritz Gluck, Henkin Amity 
Leather Co., John A. Hull & Co., M. 
Itzkowitz & Sons, Landesman & Bros., 
Sol Leventer, I. Lippman, Marap 
Leather Co., Oster Leather Corp., 
Elmer H. Plage, M. Pollet, Reicher & 
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Exceptional Opportunity 
FOR ADVANCEMENT IN THE RETAIL FIELD 


The J. C. Penney Company. with over 1600 stores in forty-eight 
states, needs men between 20 and 30 years of age with a high 
school education, or better, who have had selling experience in 
dry goods, shoes, or wearing apparel. 


Men start as salesmen and are given a thorough training in the 
merchandising methods that have made the Penney Company suc- 
cessful. Advancement is based on merit—not seniority or favoritism. 
Store managers are appointed from the ranks and are paid not 
only a satisfactory salary but also a liberal share of the profits. 


For forty yecrs the Penney Company has served American families 
with apparel and essential home needs. Today, our part in the 
safings and thrift program of America is more vital than ever 


If this opportunity interests you. and you are not now working in 
a war industry. write immediately to the Penney Company. giving 
complete information about your qualifications, and an interview 
with one of our representatives will be arranged in the near future, 
and at a point convenient to you. 


J. C. PENNEY COMPANY, INC. 


330 WEST 34TH STREET. NEW YORK CITY 












































Mendlowitz, Max Rosenberg, Joseph S. 
Solomon, John F. Thomas, Julius Ver- 
mut, Mart Waterman Leather Corp., 
Weinfeld & Kohn, Charles Weil, Wizard 
Sales Co., Philip Barnet & Bros., I. 
Friedman Leather Co., Fred F. Michels 
& Son, J. J. Connor Leather Co., Jacob 
Cahn Leather Co., Capitol Shoe Lace 
Corp., Gold Seal Leather Co., M. Lipp- 
man, Miller Tanning Co., National 
Leather Corp., L. B. Wasserstrom, H. 
E. Dickerman, Morris Zuckerman and 
W. L. Fort. 


Join Staub Shoe Company 


Rocuester, N. Y.—George H. Meier, 
formerly with the Hahn & Rampke 





Company, shoe wholesalers, has taken 
a position as sales representative of the 
Staub Shoe Company for Western New 
York. He will handle its “Hapytoz” 
line, with headquarters in Buffalo. 

Miss May Gormley, who was book- 
keeper for J. J. McMaster, shoe man- 
ufacturer of this city, has taken a 
position in charge of credits for the 
Staub Shoe Company. 





To Open New Unit 


ORLANDO, Fxia.— Edison Brothers 
have leased space in the new McCrory 
Building here for a Chandler Shoe 
Store. It will be opened to the public 
early in the Spring, it is expected. 
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Soles and Heels 
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LITHOX CORD SOLES and HEELS 
SQUARE CORD SHEET SOLING 


For Good Wear at Low Cost. 
Order yours today. 
THE LITHOX corp. 


WAPAKONETA, OHIO, U.S.A. 
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EDGAR S. KIEFER TANNING COMPA 


Washington News Reel 
[CONTINUED FROM PAGE 15] 


Canada’s new credit control of in- 
stallment purchases, charge accounts, 
lay-away plans, financing charges, and 
advertising are so strict that our own 
regulation administered by the Federal 
Reserve Board is mild in comparison. 
The trade-in value of an article can 
no longer be considered as part of the 
down payment. 

* * * 


Lay-away buying is limited in that 
goods may be held for 90 days only, but 
a minimum payment must be made be- 
fore the article laid away is delivered. 
Advertising down payments without 
giving equal prominence to cash prices 
and advertising allowances for trade- 
ins, or advertising lay-away privileges 
for less than the required one-third of 
the total price, is prohibited. 


* * * 


Paperwork is under OPM scrutiny, 
and various methods are being con- 
sidered to reduce the bulk of it to make 
the functioning of priorities less cum- 
bersome. Automatic extensions through 
model certifications, and endorsements, 
are two methods already in use. 
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"Round the Trade... 


ILLINOIS: Irving F. Florsheim, head 
of Florsheim Shoe Company, is head 
of the shoes group for the Chicago Red 


Cross drive. 
” ~ 


INDIANA: Wedding bells rang re- 
cently for Fred S. Bogdon, well-known 
Gary shoe retailer. He was married to 
the former Mabel Trost of Westville, 
Indiana. 
* * * 

MICHIGAN: F. Reed Whitelam, son 
of Frank E. Whitelam, display man- 
ager of R. H. Fyfe and Company, 
Detroit, has been commissioned a sec- 
ond lieutenant in the U. S. Army Air 
Corps. He has been assigned to Lang- 
ley Field, Va., as assistant public re- 


lations officer. 
* ~ + 


NEW HAMPSHIRE: Joseph A. Blake, 
formerly a salesman for the A. P. 
Tapley Shoe Co. of Boston, and Mrs. 
Blake, observed their 40th wedding an- 
niversary at Raymond on Christmas 
Day. 

Mr. Blake’s family has been promi- 
nent here for more than a century and 
a quarter. With the exception of a 
few years, each generation has been 
represented in some line of business in 
Raymond during that long period. 

7 * ~ 


WISCONSIN: Signed up 100 per cent 
in their local Red Cross drive are Leo 
Reusch & Son and Wickner’s Boot 
Shop, retailers, and the Mid-States 
Shoe Co., manufacturers, all of Water- 
town. 


Carl F. Denzin, after seven years as 
head of the Ferron’s shoe department, 
has resigned and the Appleton men’s 
clothing shop is discontinuing its shoe 
cepartment. 

O. S. Langemo, president of the 
Stoughton Shoe Co., Stoughton, and 
Mrs. Langemo, and their son-in-law 
and daughter, Mr. and Mrs. Harold 
Craig, entertained the employees of the 
shoe firm andtheir families at a 
Christmas parity. 

The S. J. Brouwer Company’s down- 
town Milwaukee shoe store served as 
collection headquarters for donations 
of clothing, games, fruits, nuts or 
money requested by 89-year-old Mrs. 
Rachel L. Owers to help provide the 
boys at the Wisconsin Home and Farm 
school at Dousman with a Merry 
Christmas. 


Increases Output in 


Larger Quarters 

New York—Recently moved from 34 
West 4th Street to larger quarters at 
137 Varick Street, the La Marquise 
Slipper Co., Inc., is now prepared to 
turn out approximately 7500 pairs of 
slippers and play shoes a week. With 
a big increase in its production of play 
shoes, this company is now equipped 
with machines for manufacturing a 
new line of play shoe types with leather 
soles. 

A. Rubin, formerly buyer at Bonwit’s 
in Philadelphia and with 20 years of 
experience in the retail field, has just 
taken over the line as salesman for 
New York and New England. Imme- 
diately upon his return from the Chi- 
cago Show, he will go out with the new 
line of play shoes. 





New Leather for Baby Shoes 


A new leather is on the market tanned especially for baby shoes. A colt leather, 

it is light in weight but so tough that It does not scuff. Other features it is said 

fo possess are the ability to retain its whiteness . . . not becoming discolored or 

yellow ... and to stand any amount of scrubbing. Baby shoes of Noviila Colt 
shown here are from Littonian. 
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IN A WAR YEAR 


YOU NEED ALL THE PERSONAL CONTACTS YOU CAN MAKE. 


THE M.A.S.R.A. SHOE SHOW AND CONVENTION 


PHILADELPHIA JANUARY 18-19-20 
OFFERS YOU AN UNUSUAL OPPORTUNITY. 


iF YOU SELL 


A display will show retail merchants from a territory selling one third of all the shoes in the U. S. A. just 
what you can offer and what they may look for from your organization: mighty important information 
these days. There are still rooms avaiiable. Wire collect for details. 


IF YOU ARE A BUYER 


Here is a final chance to see collectively, and under one roof, the lines in which you are most likely to be 
interested, and learn of conditions from your fellow retailers and suppliers. You will get a lot of in- 
formation too at the business meetings and the round table. You might take home a radio with you too. 


MIDDLE ATLANTIC SHOE RETAILERS ASSOCIATION 


PENNSYLVANIA, NEW JERSEY, DELAWARE, MARYLAND. VIRGINIA, DISTRICT OF COLUMBIA 
30TH FLOOR—12 S. 12TH STREET, PHILADELPHIA, PA. 


PHONE LOMberd 5600 





International Shoe Co. 
Earns $2.15 Per Share 


St. Louis, Mo.—International Shoe 
Company has issued its financial report 
of the company’s operation for the 
fiscal year ended Nov. 30, 1941. The 
company earned $7,207,037 for the year, 
after deduction for taxes, or an earn- 
ing of $2.15 per share on the common 
stock. This represents an increase from 
the comparable figure of $6,473,611, or 
$1.93 a share reported for the year 
previous. 

Net sales amounted to $116,530,243 
this year, compared with $89,257,329 a 
year ago. 

In his report to the stockholders, 
Byron A. Gray, president of the com- 
pany, stated: “The company’s own 
supply plants (tanneries, cotton mill, 
rubber plant, etc.), produced during 
the year for its own use shoe materials 
and supplies to the value of $59,011,- 
631, which combined with our sales 
made an aggregate of $175,541,874 
business transacted. 

“Our factories produced 56,609,462 
pairs of shoes, against 45,426,619 last 
year (canvas rubber soled shoes ex- 
cluded). 

“The company’s current assets of 
$69,015,831 are nine times its current 
liabilities of $7,417,380, which include 
a reserve for income and excess profits 
taxes of $2,785,000. 

“Early in the year the demand for 
certain types of shoes began to exceed 
our usual 8-hr. day productive capac- 
ity, and by mid-year the increased de- 
mand -had become so general that al- 
most all of our manufacturing plants 
operated in excess of 40 hr. per week 
for several months in an effort to fill 
our customers’ orders as promptly and 
completely as possible. 

“The number of pairs of shoes pro- 
duced was the greatest in the com- 
pany’s history, exceeding the year 1929 
by a substantial amount, even though 
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Dates to Remember 
Michigan Annual Shoe Fair, Jointly 
b Reta 


, Detroit, Mich. 
January 1l, 12, 13, 1942 


27th Annual Convention and Foot- 
wear Exposition, Northwestern 
Shoe Retailers Association, Hotel 
Radisson, Minneapolis, Minn. 
January 11, 12, 13, 1942 


Joint Annual Convention Texas- 
Oklahoma Shoe Retailers Asso- 


ciation and Southwestern Shoe 
Travelers Association, Texas 
Hotel, Fort Worth, Texas. 
January 11, 12, 13, 14, 1942 
Charlotte Shoe Fair, Selwyn Hotel, 
Charlotte, N. C. 
January 11, 12, 13, 1942 


Annual Convention Middle Atlantic 

Shoe Retailers Association, Ben- 

pam B Franklin Hotel, Philadel- 
phia, Pa. January 18, 19, 20, 1942 

Buffalo Shoe Show, Hotel Statler, 
Buffalo, N. Y. January 18, 19, 1942 


Southern Shoe Exposition, Roose- 
velt Hotel, New Orleans, La. 
January 18, 1] 19, 20, 1942 


Annual Dinner and Get-Acquainted 
Night, Greater Buffalo Shoe Re- 
tailers Association and Affiliated 
Shoe Trades, Buffalo, N. Y. 

January 19, 1942 


Introduction of Fall Footwear Fash- 
ions, St. Louis Shoe Manufac- 
turers Association, New York 
City. May 4, 5, 6, 7, 1942 

Central States Shoe Fair, Hotel 


Morrison, Chicago, Ill. 
May 17, 18, 19, 20, 1942 





the present basic operating week is 
40 hr. in contrast to the 54-hr. week 
in 1929. ; 

“Despite production limitations, net 
sales, in number of pairs of shoes, ex- 


ceeded any previous year, while in dol- 
lars they were greater than in any 
year except 1929. 

“An even flow of shoes for the United 
States Government has become part of 
our regular daily output. While our 
production of shoes for the Govern- 
ment is larger than that of any other 
company, Government business repre- 
sents a relatively small part of our 
total volume—approximately only 7 per 
cent of net sales in dollars for the year. 
The increase in net sales of civilian 
shoes over last year accounted for $23,- 
400,000 of the total increase of $27,- 
272,914. 

“It must be realized that the year 
has not been an easy one and now that 
war is upon us the nation’s problems 
become acute. This places on us added 
obligations which must be met with 
patience, tolerance and loyalty. Every 
group has its part to play in our na- 
tional life. With full cooperation of 
our entire organization, we shall face 
the problems of 1942 with courage and 
determination to solve them success- 
fully.” 


Sales Increase 4 Per Cent 


CoLumsus, Oxn1I0— Thirty indepen- 
dent retail shoe stores in all parts of 
Ohio, representaing a cross-section of 
the trade, reported a 4 per cent in- 
crease in sales during November of 
1941 as compared with the same month 
of 1940, and a 20 per cent gain for the 
first 11 months of 1941 as compared 
with the same period -the year before, 
the Bureau of Business Research at 
Ohio State University reported. Sales 
for November, 1941, however, were 8 
per cent less than for October of 1940. 
The 30 stores reported a dollar volume 
for November of $229,562. The gain 
for shoe stores compared with an aver- 
age gain of 10 per cent reported by all 
types of retail independent stores in 
the State. 
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The C. A. Haines | 
Shoes for Children | 


IN STOCK 


te retai 
$0.50 te $3.00 
6 CD, 644-8 
BCD, 6% - I2 
BCD, all colors 


soft and 
inside, sectentif- 
desi 


ned; all 
. Write for Cata- 
SUPERIOR SHOE CO., 


608 S. Peoria St. 
also carried in stock by 


American Shee Co., 8. Frei 
251 W. Jefferson St., 119-121 
Detroit ‘Fort W 
Jayson Shoe Co. . . . Los Angeles, 
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Riding Boots 


IN STOCK 
FOR MEN, WOMEN 
end CHILDREN 
ALSO 
JODHPUR & FIELD 








Obituaries 


Albert S. Miller 


Rep BANK, N. J.—Albert S. Miller, 
Sr., 67 years old, well-known shoe mer- 
chant here, and a RECORDER subscriber 
for many years; died recently, at River- 
view Hospital of burns suffered in a 


40 


Wins Display Window Award 


The award for New York's best window display of shoes and accessories was 
won by |. Miller in the annual holiday competition held by the Fifth Avenue Asso- 
ciation, for a miniature Victorian scene displayed in the |. Miller shop at 689 
Fifth Avenue. 

Walter Hoving, above, left, president of the association, presented the award 
to Maurice Miller, center, and W. L. Wardrip, display manager of the |. Miller 
shops in New York, at a reception and tea held in the Jade Room of the Hotel 
Waldorf-Astoria. 

The winning window represented in miniature a New England clapboard house, 
the bay-windows of which were used for the display of bags and boudoir slippers. 
Between these windows an opening displayed the miniature living room of the 
house showing the trimming of the Christmas tree in a Victorian setting. Costume 
jewelry, hosiery, gloves and bags were displayed against the “snow" in the fore- 


ground of the scene. 


Particularly interesting was the contrast of lighting used in this window. Against 
the exterior of the white house, and on the snow, cold green and blue lights were 
played, in contrast to the warmth of the strong amber lights used to light the 


interior scene. 





fire at his home at 34 Irving Place. Mrs. 
Evelyn Henderson, 50, Mr. Miller’s 
sister-in-law and housekeeper, is in the 
same hospital with severe burns. 

Trapped on the second floor by the 
flames, Mr. Miller was carried down a 
ladder, and Mrs. Henderson, a widow, 
jumped. Two firemen also were injured 
in fighting the blaze. 


Oscar Garbe 


New York — Oscar Garbe, 68, of J. 
Einstein, Inc., this city, died at his 
home on Staten Island recently. 

Perhaps one of the world’s best au- 
thorities on shoe fabrics, Mr. Garbe 
died just after his 42nd anniversary of 
his going to work for J. Einstein, hav- 
ing joined this firm just after the turn 
of the century, January 1, 1900. 

His work was his whole life outside 
of his family, his friends and his flow- 
ers. He was always faithful to these 
four and will long be remembered for 


there with a simple family ceremony. 

He is survived by his wife and:a 
daughter, Mrs. Paul Craig, of Spring- 
field, Mass. 


Alfred E. Mange 


ELLENSBURG, WASH.—Shoe merchant 
for the past 22 years, Alfred E. Mange 
of this city, died recently at the Ellens- 
burg General Hospital following an op- 
eration. This shoe retailer is survived 
by his widow and several brothers and 
sisters. He was a member of the Elks 
fraternity and the Ellensburg Golf 
Club. 


Charles Dutt 


TIFFIN, OH1I0—Charles Dutt, 87, pio- 
neer Tiffin shoe merchant, died, re- 
cently in Mercy Hospital, here, after a 
three weeks’ illness. He was a native 
of Alsace, where his family was in the 
shoe trade, and he operated his store 


that allegiance to the simple duties oly here for more than 50 years after com- 


a man’s life, 
Mr. Garbe lived on Staten Island for 
nearly his whole life. He was buried 


ing to America in 1873. He was a di- 
rector of the National Building and 
Loan Association. A daughter survives. 
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Owen W. Comstock 
Shoe Form Ad Manager 


AuBuRN, N. Y.—Emory W. Russell 
has resigned as advertising manager 
of the Shoe Form Company and has 
been succeeded to that post by Owen 
W. Comstock, who has been associated 
with its sales department for a number 
of years. 

For a considerable time, Mr. Russell 
has been making a study of calculators 
and has conducted much original re- 
search in them. He is leaving the Shoe 
Form Company in order to be able to 
devote full time to this subject, in 
which marked developments are ex- 
pected. 

Before going with the Shoe Form 
Company, Mr. Comstock was connected 
with Robinson-Bynon and other shoe 
manufacturing concerns. He will carry 
on his sales work in addition to taking 
over the duties of advertising manager. 





War Brings Activity 
To Shoe Stores 


SPOKANE, WaSH.—The coming of war 
has, of course, brought new problems 
and new activities to shoe dealers. This 
is particularly true in the West, al- 
though not in such a degree as on the 
Pacific slope, here in Spokane, which 
is 300 miles inland. This city realizes 
its good fortune, in that the high Cas- 
cades rise as a barrier between it and 
the ocean, but nevertheless, measures 
of preparedness are everywhere under- 
way. 

Along this line, the last monthly 
meeting of the Retailer Shoe Dealers 
devoted considerable time to the topic 
of blackouts and the best ways of han- 
dling them. 04 

With an elaborate system of air raid 
wardens and watchers being organ- 
ized, the shoe fraternity is well repre- 
sented, with Art Schulein particularly 
active in this organization, and with 
Otto Warn warden for the residential 
block in which his family resides. 

The location of headquarters for the 
Second Air Force at Geiger Field and 
Fort Wright in Spokane has for some 
months resulted in a steady increase in 
sales of shoes for military men. 

“In any community where military 
men are just beginning to come in, here 
is a good point on which shoe men 
would do well te be alert,” Spokane 
merchants advise. “Remember, you 
can’t tell by the number of stripes on 
the sleeve what price shoes a man is 
used to and what merchandise he should 
be shown. 

“Under the selective service act, 
there are men serving as privates who 
are accustomed to higher incomes than 
some who are serving as officers. We 
find privates buying high price shoes, 
and have learned that wise merchandis- 
ing will not permit us to jump to con- 


clusions, but will let these military cus-" 


tomers be seryed with the quality of 
goods they desire, regardless of rank 
or stripes.” 
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After a temporary setback with the 
shock of war, Christmas buying re- 
sumed a brisk tempo here, and the re- 
sults reported by the shoe dealers as 
the year closed seemed everywhere sat- 
isfactory. 

Worthy of note was the increase and 
better Christmas business done this 
year in gift certificates that made it 
possible to give shoes as gifts. The 
proportion of sales of this type was 
perhaps the best it has ever been. 

There has been no after-Christmas 
slump; everyone seems aware of the 
advantageous price situation, and buy- 
ing is good, with many feeling that 
there may later be price increases. 

There is a brisk demand for rubber 
goods where they are available, but the 
scarcity is apparent. 





New Department 
Makes Good Record 


PASADENA, CALIF. — After four 
months of operation, the shoe depart- 
ment in the F. W. Mathers Co. depart- 
ment store has shown an exceptional 
sales record, according to J. M. Staley, 
general manager for Chas. D. Cline, 
the latter being the lessor of the shoe 
department. $10.75 has been found 
to be the volume seller, although there 
is a tendency to grade up from this 
retail price. Showing new models in 
various parts of the store, such as the 
beauty parlor, has been the means of 
bringing the shoe department to the 
attention of the store’s clientele who 
might overlook the prominent street 
floor location of the shoe section. 





August to Represent 
Shoe Lines in West 


ATLANTA, Ga.—Alex August, buyer 
for Butler’s, Inc., Atlanta, until his 
resignation on January Ist, will repre- 
sent the Lown Shoe Company, of Au- 





ALEX AUGUST 


burn, Maine, and the Penobscot Shoe 
Company, of Old Town, Maine, in the 
western territory. He wil! make his 
headquarters in Los Angeles following 
the National Shoe Fair in Chicago. 








War Conditions Affect Buying 


Detroit, Micu.—‘“Buying of retail 
shoe merchants has eased off just a 
little because of war conditions, in this 
territory,” according to Frank M. Huet- 
ter, representative of Conrad Shoe Com- 
pany. Mr. Huetter, president of the 
Michigan Shoe Travelers’ Club, is one 
of the few men most in touch with mer- 
chandising trends in all lines in this 
territory, and his views have unusual 
weight for that reason. 

“The retailers who could afford to 
buy and stock up have already done so, 
to a large extent. Inventories are fairly 
heavy and above average at present. 

“However, there are a number of 
larger buyers who have flatly refused 
to buy anything until after the first of 
the year, taking this attitude when 
this country became an active war par- 
ticipant. One example is the operator 
of a small suburban store chain. These 
buyers seem to be holding off in the 
anticipation that prices on the wholesale 
market will drop a little, though we all 
think that very unlikely. Wholesalers 
in the Detroit market are holding to 
prices as well as they can, and trying 
to prevent undue price rises. 

“With thousands of automobile work- 
ers being laid off here, there is bound 
to be a reaction. However, Detroit 
stores seem to have enjoyed wonderful 
business in recent weeks. Early De- 
cember, after the Japanese attack, was 
off badly, but in the last ten days be- 
fore Christmas, sales picked up on 
Christmas trade so that many stores 
are finding their total December busi- 
ness somewhat ahead of 1940. This 
applies to stores doing chiefly a 
straight shoe trade, as in men’s shoes, 
as well as to those specializing in such 
items as the slipper trade for the sea- 


” 


son. 


Plans Complete 
For Buffalo Show 


BurraLo, N. Y.—Plans for the shoe 
style show, which will be held at Hotel 
Statler on Jan. 18 and 19, are complete, 
announced Louis Rubin, chairman of 
the show. To date 31 lines have made 
reservations and more are expected. 
The entire third floor of the hotel has 
been reserved for the display. 

At the close of the show on Monday 
night, salesmen and their friends will 
help the retailers celebrate their an- 
nual Get-Acquainted Night Dinner at 
McDoel’s Restaurant. Mr. Rubin, gen- 
eral chairman, is assisted by Edward 
Krug, Henry Umiker, George Kalb, 
Harry Levinson and Robert Leighton. 


Still Sending Shoes 


To Britain 


YouNcsTown, On10— Bert Lustig, 
operator of Lustig’s shoe store here, 
shipped more than 2000 pairs of shoes 
in 25 cartons to England. It took 20 
men working 8 hours to sort, wrap and 
pack the shoes, contributed by the 
public for the needy in Britain. 








SALESMEN WANTED | SALESMEN WANTED | WANTED TO PURCHASE 


SALESMAN FOR TEXAS | ESTABLISHED SHOE STORE, write de 


| tails; will lease (confid 1). Will 
| entertain cash transaction. References oe re- 











One of America’s Outstanding Lines of In-Stock Growing Girls Sport Shoes, | quest. Address 397, care Boot Shoe 
penee, 100 East 42nd Street, New York, 
i Be A 





retailing up to $4. Beautiful Long Line Play Shoes and Slippers. Will only 
consider successful salesman with following who is now selling in Texas. 
Drawing account to right man. See S. L. Asch at Fort Worth Shoe Convention. 


GOLO SLIPPER COMPANY INC., 129 Duane en New York 




















ity, 


SALESMEN WANTED LINE WANTED po ay Bn 5 RH. Ete. 


for Texas and Oklahoma; Georg IBVIN RUBIN 


Florida ; 
North and South Carolina; alesissipol Louisiana ge deg 
sD. Reade Stn Cor. Charch 
pay ng Da. yf Stieamen with estab: : Phone Barclay 17-7887. New York City 
be carried with non- conflicting line. In replying, Sales Manager and Stylist 


give and sold. Available now a successful executive in 


HANNAHSONS SHOE COMPANY Leisure and Play Shoe manufacture, with 10 
years’ experience and an outstanding record RPL TOCKS 
HAVERHILL, MASS. of sales, with best department stores and SELL YOUR ou us $ 


Shoe and Specialty Stores. Seeks connection 
with reliable Shoe Manefacturer. KIRSCH-BLACHER co., IN 


POSITION WANTED —_s|_ “2225 S355 2007, 4, SHOE Reconven 


ETAIL SHOE EXECUTIVE, 29 years 5 

old, personable ; ten years with same firm ; | XPERIENCED SALESMAN, large follow- 
eight years’ experience successfully managing ing in Metropolitan area, wants factory line, 
one of largest stores in most progressive chain preferably slippers, work shoes, Children’s Pre- 
in East. Expert knowledge of selling, buying, welts. Address £394, care Boot & Shoe 
merchandising, display. Desires change for Recorder, 100 East 42nd Street, New York 


better opportunity for promotion and advance- es aoe j 5 CASH 


ment. Address %398, care Boot & Shoe 
-— 100 East 42nd Street, New York, a4 Stocks or Surplus on 
Mb, a 


time dispose of 
FOR SALE ap Se onus « and pay the highest 















































Phone: WOrth 2-5377 end 5378 and 5378 














r : CAMITTA SHOE COMPANY 

SHOE MANAGER OR mes -ESMAN, 24 ADIES’ POPULAR PRICE SHOE STORE 6 S. Sra St. Philadelphia, Pa. 
years’ experience in retail business. HER- in Oklahoma; clean stock; excellent location; , Phone Lombard rd 2062 

MAN ATL AS, 318 West 77th Street, New low rent; good business; must sell i diately 

York City. account draft. $4,000 stock; $2,000 cash will! 

—__— $$$ handle. Address $399, care Boot & Shoe 


R . 100 East 4 . York, 
BUYER. MANAGER, 15 years’ experience | N'Y.” Se SHOE STORES WANTED 


desires position with growing concern or 
shoe department. Address 2395, care Boot & 
ame Recorder. 100 East 42nd Street, New 
ork, , a 




















Plan Cooperative 


Delivery Service 2E CO. INC 

Shoe Store Sales Up CoLumBus, Ga.—Retail shoe stores in racsuat rederentes on request 
ATLANTA, GA. — Shoe stores in| Columbus will cooperate with other | 

Georgia showed a gain in business of | mercantile establishments in a coopera- 

25 per cent for the month of November — delivery , go designed to gor | BUYERS 

over November, 1940, according to fig- | duplication of routes, save wear an 2 

ures of the United States Department | tear on tires and reduce the cost of MANUFACTURES ee 

of Commerce. This gain was well | deliveries. The city will be divided into | | We buy for cash surplus or complete shoe stocks. 

ahead of the 21 per cent increase re- | sections, with one truck serving each | —Se Saeco 

ported by men’s clothing and furnish- | section for thirty or more retail stores BARSH & CEASAR 

ing stores and a 14 per cent gain re- | of all sorts. Only one delivery a day | | 19 N. Fourth St. Philadelphia, Pa. 

ported by apparel stores in the state. | will be made under the arrangement. | Phone Market 1 


























CLASSIFIED ADVERTISING RATES 

The rate for "Position and Lines Wanted" advertisement is.4 cents per word for all undisplayed advertise- 
ments. Minimum charge, 75 cents. For all other classified advertisements the rate is 7 cents per word. Minimum 
charge, $1.25. When-.a box number is desired twelve words should be added for the bo wg In all other cases 
each word of the address should be counted. 

The rate for all display classified advertisements is $5.00 an inch with a maximum of 46 words. 

Classified advertising is payable in advance. 

&© Advertisements for this page must be in our New York Office on Friday of the week preceding publicetion ™ 
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Milwaukee Production 
Increased 24 Per Cent 


MILWAUKEE, Wis.—A production in- 
crease of about 24 per cent for 1941 
over the previous year was indicated by 
leading local shoe manufacturers, who 
reported that only a small portion of 
this gain was the result of orders for 
military shoes. These same concerns, 
however, declared they believed the 
military business would increase in 
1942. 

The Albert H. Weinbrenner Co. re- 
ported a production increase of about 
45 per cent in 1941 over the previous 
year. The firm has been working on 
its first order for army garrison shoes. 
The Huth & James Shoe Manufacturing 
Co., which has had a defense contract 
for nurses’ oxfords, reported a 27 per 
cent increase, while the Mid-States 
Shoe Co. said business was up 26 per 
cent. The firm has a contract for 65,- 
000 pairs of garrison shoes for the 
army. 

Another large producer of military 
shoes is the Weyenberg Shoe Manufac- 
turing Co., which also reports an in- 
crease in business. Production for the 
Nunn-Bush Shoe Co., which for years 
has made white shoes for the Brooklyn 
and Philadelphia Navy Yards and the 
Panama Canal naval base, was said to 
be up 20 per cent. 

Increases ranging from 10 to 22 per 
cent were reported by the Fred A. 
Mayer Co., makers of women’s shoes; 
the Herbst Shoe Co., makers of college 
girls’ sport welts and juvenile shoes 
and the Wisconsin Shoe Co., producers 
of football, baseball, track, bowling and 
skating shoes. 4 

For the most part the defense pro- 
gram has not materially affected shoe 
styling, manufacturers report. Styles 
in.some instances are fewer and 
simpler, a condition said to be natural 
in times of good business when fewer 
varieties are required to promote busi- 
ness. Some difficulty in obtaining mate- 
rial was reported by several firms but 
only one concern declared that slack- 
ened deliveries were sufficiently severe 
to slow down non-defense production. 
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Wholesale Business 
Off Since War 


PrrTsBURGH, Pa.—Some of the whole- 
salers here ordered their Spring shoes 
heavier and earlier than usual, report- 
ing that orders are a month to six weeks 
behind in delivery. They also report 
that sales have dropped oft since the 
war was declared. This condition also 
exists among retailers; but both believe 
this temporary slump was caused by 
the first case of war jitters and that 
it will be short lived. 

A report from the wholesalers here 
shows that most of their retail cus- 
tomers are well stocked at the present 
time; better stocked, in fact, than they 
have been for some months. This is 
due to several things: the open weather 
which has kept the public from buying 
Winter shoes, overshoes, etc., and the 
rising price of shoes, and the fact that 
many of the retailers stocked-up during 
the Summer and Fall to provide for 
a supply of shoes, slippers, etc., in case 
of an emergency. 

Since most of the wholesalers ordered 
their rubber soled shoes during August 
there will be little scarcity of crepe 
and colored rubber soled shoes this 
year, but next year, unless the emer- 
gency ends, even the black rubber soled 
shoes will be banned. Wholesalers here 
said they had little fear that a syn- 
thetic leather would be used, as there 
appears to be a sufficient supply of 
genuine leather. 

The orders on novelty footwear have 
fallen off, but there will always be a 
demand for this type of shoe. Now dur- 
ing the war women will go in for 
novelty shoes, fancy hats and hair-do’s 
to bolster their morale. 

The survey also showed that whole- 
salers believe that high production has 
been responsible for the lower prices of 
novelty shoes in comparison with men’s 
dress and work shoes, and women’s 
dress and every-day shoes. 

Some of the wholesalers report that 
their manufacturers are selling shoes 
on an assignment basis. This assures 
them of the same number of shoes as 
they ordered during 1940. Thus the 
wholesaler and retailer do not have to 
order early nor in large quantities to 
receive their full quota of merchandise. 
This system assures manufacturers, 
wholesalers and retailers of a fair mar- 
gin of profit, a set date for delivery 
(usually monthly) and protects any 
one of them from rising or falling 
costs and of being left with a surplus 
stock or of being caught short. Other 
wholesalers are ordering early and 
heavily to avoid beimg left. 

Wholesalers put the rising price of 
shoes, over 1940, roughly between 10 
per cent and 30 per cent, depending on 
the type of shoes. Styles in general 
are plainer; like the automobile they 
have been limited to one or two basic 
standard designs. This assures Mr, & 
Mrs. America of a good quality stand- 
ard shoe; the novelty shoes give the 
women the style and variation they 
desire. 





MERCHANTS’ NEEDS 





THE FOOT OSCILLATOR 
Electric Equipped 


THE VI-PED-EX CORPORATION 
Stockton. Calif. 


ats AND Uloas 


NEWSPAPER, ADVERTISING 


—If you advertise in newspapers 
write today for free samples of 


1. Sterling Shoe Mat Service 
A monthly matrix service of carefully 
written copy, photographs and beauti- 
ful ort work for direct mail and news- 
paper advertising. 

. Vincent Edwards Idea Clip- 
ping Service 
Actual newspaper tear sheets of ads 
of shoe stores; you select the exact 
stores and cities you want to see or 
leave the selection to our advertising 
stoff. 


. Learn Advertising at Home 
Advertising Is an interesting study and 
prepares you to write more effective 
letters; to acquire a larger vocabu- 
lary; to comprehend the sales and 
merchandising probl of a business, 
and to be definitely in a position to 
rec d busi d opment 
ideas. 


. 
VINCENT EDWARDS & CO. 


World's largest advertising service 











342 Madison Avenue, New York City 











Their Left? m 


MONTREAL, CANADA—The left foot 
of the British Army has William 
Crook, of Gateshead, England, slightly 
baffied. He has just bought 50,000 
pairs of old Army boots to make them 
serviceable for coal miners, but, he told 
the London Daily Mail, at least 6000 
left boots are worn beyond repair. 

His theory is that the left boots ex- 
pire sboner than the right because the 
Army always begins to march with the 
left foot. Former inhabitants of Army 
footwear also pointed out that troops 
on the march have “Left, left” drummed 
into them, and so emphasize the left- 
foot step. And when the Army springs 
to attention or stands at ease it’s that 
left foot again that goes into action. 

“Maybe all this accounts for 
comments Mr. Crook. 


it.” 





Report Spring Business 
Up 35 Per Cent 


CoLuMBus, OHnI0—-Walker T. Dicker- 
son Co., shoe manufacturers, reported 
for the year ending Oct. 31, 1941, the 
completion of its most successful year 
in the 12 years it has operated under 
its present management. “Make-up 
orders booked for Spring delivery in 
1942 showed an increase of approxi- 
mately 35 per cent, as compared with 
the same period a year ago,” announced 
Walker T. Dickerson, president. He 
said the company continued this year 


its policy established five years ago, 


closing the plant from Wednesday noon 
until Monday morning after Christmas. 
All piece workers and factory em- 
ployees were paid for Christmas Day 
and Friday. 


Shareholders were told that during | 


the year ended Oct. 31, all piece work- 
ers and factory employees were paid 
for 13 holidays and other days the fac- 
tory did not operate, amounting to $21,- 
124.08. In addition, during the same 
period, al! factory employees were paid 
a profit sharing dividend of 6 per cent 
totaling $27,739.70—making a total re- 
muneration, in excess of the regular 
earnings of 378 employees for the fiscal 
year ending Oct. 31, of $48,863.78. 

Directors reelected besides Mr. Dick- 
erson, were H. Gordon, vice-president; 
E. T. Melancon, treasurer; C. G. 
Shriner, secretary; Walter M. Zuber 
and Walter P. Reiter. 


British Army Orders 
Dull Boots 


LONDON, ENGLAND—The British 
Army has broken a centuries-old tradi- 
tion—the polishing of boots is now 
banned. In future they will be “dub- 
bined,” keeping them waterproof, flex- 
ible, and gas-proof. 


History in the Making 


Yes, it’s quite an historic event when 
the heads of the world’s two greatest 
powers, separated one from the other 
by more than three thousand miles of 
war-dangerous Atlantic Ocean, get to- 
gether for a meeting with their army 
and navy heads to lay plans for the 
ultimate extinction of the leader and 
his two yes-men who are the cause of 
so much suffering on the face of the 
earth today. 

Winston Churchill, Prime Minister 
of England, came to Washington, D. C., 
to meet with President Roosevelt fol- 
lowing America’s declaration of war 
with the Axis powers, wearing his well 
known cap and pea jacket uniform of 
the Corporation of Trinity House. As 
a matter of shoe interest, note Mr. 
Churchill’s zipper-fastened straight tip 
oxfords. President Roosevelt wears 
straight tip bals while his naval aide 
wears black plain toe oxfords. The 
contraption on Mr. Churchill’s cane is a 
blackout flashlight. 
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A Buying Guide 


TO ADVERTISERS IN THIS ISSUE 


BANCROFT-WALKER CO., Waltham, Mass. 
BARIS SHOE COMPANY, New York City ... 
BARSH & CEASAR, Philadelphia, Pa. 
BROOKS SHOE MFG. CO., Philadelphia, Pa. .. 


CAMITTA SHOE COMPANY, Philadelphia, Po. 
CONNEL, J. M., SHOE CO., Braintree, Mass. 


DUNDE SHOE RESHAPING DEVICES, INC., Los Angeles, Cal. 
DUPONT, E. |., DE NEMOURS & CO., INC., Arlington, N. J. 


EDWARDS, VINCENT, & CO., New York City 
ENDICOTT-JOHNSON CORP., Endicott, N. Y. 


GERBERICH-PAYNE SHOE CO., Mt. Joy, Pa. 
GOODWILL SHOE CO., Holliston, Mass. 


HEALTH SPOT SHOE SHOPS, INC., Danville, Ill. 
INTERNATIONAL FABRIC CORP., Boston, Mass. 


KIEFER, EDGAR S., TANNING CO., Grand Rapids, Mich. 
KIRSCH-BLACHER CO., INC., New York City 


LEVOR, G., & CO., INC., Gloversville and New York City 
LITHOX, THE, CORP., Wapakoneta, O. 


MIDDLE ATLANTIC SHOE RETAILERS ASSN., Philadelphia, Pa. . 
MOHAWK CARPET MILLS, New York City 


PENNEY, J. C., CO., New York City 
PHYSICAL CULTURE SHOE CO., Portsmouth, O. 


ROBERTS-HART, INC., Keene, N. H. 
RUBIN, IRVIN, New York City 


SPAULDING FIBRE CO., No. Rochester, N. H. 
SUPERIOR SHOE CO., Chicago, Ill. 


UNITED SHOE MACHINERY CORP., Boston, Mass. 


VI-PED-EX CORPORATION, THE, Stockton, Cal. 
VULVAN CORPORATIONS, Portsmouth, O. 
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PLATFORM 


LIGHTWEIGHT 
WHEELED EXTENSION EDGE 


LIGHTWEIGHT 
CLOSE TRIMMED EDGE 


GAC SOLE STITCHING 
MACHINE — MODEL C 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 









 & there’s pleasure in a “good fit” for boy customer and dealer alike. 
The boy is happy, and thoroughly satisfied with a fine feeling pair of 
shoes, the kind he has had his eye on, probably for weeks. But, the 
merchant knows that there’s more to this transaction than that which is 
taking place now, If the boy customer feels the same satisfaction in his 
shoes, after they've been seen by his father, who pays the bills; and by 
his friends, with whom they must click, too, the merchant knows he'll be 
back when he needs another pair. That's why GERBERICH DEALERS have such 
a feeling of assurance, as they deftly fit every pair of GERBERICHS, STRIDE 
RITE, JUNIOR ARCH PRESERVER, and OFFICIAL BOY SCOUT SHOES. When Young 
America Looks To Its Feet, Sell Them Gerberich-Payne Shoes. 
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GERBERICH-PAYNI 
SHOE COMPANY _ 


MOUNT JOY >>> PENN 


New York Office, Marbridge Building 
Room 405 
Los Angeles Hotel Lankershin 


